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Gulf Life Insurance Company 
and Its More Than 1,000 Fieldmen 
From the Southern States Extend 
A Hearty Welcome to the Delegates 
and Others Attending the Mid-Year 

N.A.L.U. Meeting in Miami. 


Ponce De Leon was right after all! The 
famous Spanish explorer came to Florida 
seeking the Fountain of Youth. He found a 
spring which he declared to be the long- 
sought fountain; but the real fountain has 
been discovered through the years by mil- 
lions of people who came to Florida and 
found health. 

There’s nothing new under the sun, so 
they say. But in Florida you will find new 
vigor and a feeling of really living as you 
enjoy the healthful sunshine and balmy 
breezes from across the Gulf Stream. Among 
the new things you will find are some of the 
most modern achievements in architecture, 
city-wide landscaping and progressive busi- 
ness enterprises. 


INSURANCE 


This is the Deep South! You will find 
here a warm and hearty welcome-from your 
fellow life underwriters in the Southern ter- 
ritory. The residents of the Deep South will 
extend to you good, old Southern hospitality 
to make your visit to the mid-year N.A.L.U. 
meeting a most pleasant experience. 

Many of the delegates and others attend- 
ing the mid-year meeting will be Gulf Life 
representatives from Florida and other 
states. L. E. McCutchin, Florida State Asso- 
ciation president, and many officers of 
local associations are Gulf Life fieldmen. 
We are pleased that the mid-year sessions 
are being held close to so many of our field 
organization. Visit any of our offices if you 
feel we can make your stay more enjoyable. 


COMPANY 


"A Southern Institution” 
Home Office — Jacksonville, Florida 
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| Agency Cost 


Studies Revealed 
af LIAMA Rally 


L. S. Morrison Reviews 
Project to Pin Point 
the Accounting 


Companies’ agency costs are under 
study by Life Insurance Agency Man- 
agement Assn., L. 
S. Morrison, its re- 
search consultant, 
told the gathering 
of representatives 
of company-mem- 
bers having less 
than $150 million 
insurance in force 
in a three-day ses- 
sion at the Edge- 


water Beach Ho- 
tel, Chicago, 
Mr. Morrison 


said preliminary 
calculations tend to 
show that it costs 
the smaller companies as much as 
$11.73 per thousand to acquire business, 
composed of $6 first year agency ex- 
pense and $5.73 net to the general 


J. M. Holcombe, Jr. 





H. S. MeCONACHIE 


agent. A recent study of seven large 
general agency companies, he said, 
showed this net to the general agent 
amounted to $5.50 per thousand. 

The study of costs is in its infancy. 
Mr. Morrison is calling on member 
companies to present data from which 
an analysis may be made. 

He said among factors to be consid- 
ered are sales promotion expenses, 
salaries of executives spending over 
20% of their time in agency work, fiel 
costs, all direct acquisition costs. 

Studies heretofore did not tell how 
much of the agency dollar went to the 
general agent and how much to the 
agent; there was little or no supporting 
information to assist interpretation, 
and renewal costs were not properly 
treated. 

A “pilot” study is being initiated to 
develop a satisfactory procedure. It is 
hoped to secure information from at 
least four companies, and from. this 
material to attack the problem of unit 
costs, and especially elimination of mis- 








February Writings 
2% Above Same 
Month Last Year 


Life insurance purchases in the United 
States in February showed an increase 
of 2% over the corresponding month 
last year, and were the largest of any. 
February except 1947, Life Insurance 
Agency Management Assn. reports. The 
total for February was $1,711,000,000 
compared with $1,680,000,000 in Febru- 
ary, 1948, and $1,767,000,000 in Febru- 
ary, 1947. 

The ordinary life total for February 
was $1,143,000,000, up 3% over Febru- 


ary, 1948; industrial life $375,000,000, 
increase 4%; group $193,000,000, de- 
crease 5%. 


For the first two months the total 
life was $3,532,000,000, negligibly above 
the 1948 and 1% below 1947. Ordinary 
life accounted for $2,272,000,000, a de- 
crease of 7% from last year; industrial 
$732,000,000, increase 6%, group $528,- 
000,000, increase 35%. 





Home Town Paper Gives 
Prominent Treatment to 
Mrs. Patterson's Dynamiting 


ATLANTA—The Atlanta “Journal” 
in a story under a two column headline 
ran an account of how Mrs. Nola Pat- 
terson, agent of Reliance Life here, 
is trying to get national labor relations 
board to act against National Assn. of 
Life Underwriters on the ground that it 
is a company union. Headlined, “At- 
lanta woman put heat on U. S. insur- 
ance firms,” the story leads off thus: 

“A slender, white-haired Atlanta wo- 
man has stirred up a hornet’s nest in the 
inner sanctums of the nation’s vast life 
insurance business.” 

The article mentions that this may 
develop into the biggest labor board 
hearing ever held in the U. S. with 
“hundreds of attorneys debating the 
issue for months or even years—right 
here in Atlanta.” 








leading differences due to large and 
small average premiums and commis- 
sion gradings by policy form. 

Mr. Morrison said that with the for- 
mula that has been developed direct 
comparison can be made between gen- 
eral agency and branch office business. 

The three-day session was presided 
over by Harry S. McConachie of Amer- 
ican Mutual Life, chairman of the com- 
mittee sponsoring the conference. He 
declared the smaller companies are 
faced with the greatest problems in their 
history, although he specified he did 
not wish to imply the future looks dark. 

He said the most pressing problems 
before agency management today are 
to select, train and retrain the old or- 





W. H. Trentman, executive vice-presi- 
dent of Occidental of North Carolina, was 
elected chairman of the section on the final 
day. He had been on the committee. The 
committee was enlarged by one. Next 
year’s meeting of the section will be on 
March 20-22 at Chicago. 





ganization, and to create better relations 
with producers and between the agents 
and the public. 

There must be a better job of selecting 
agents, and a better job, also, of train- 
ing them early in the game, he said. 
This he feels is the No. 1 job. He feels 
there are entirely too many gripes in 
the business. Company officials must 
get closer to the producers, for they 

(CONTINUED ON PAGE 20) 


NALU Admits It Is on 
Mrs. Patterson's Hook 


Atlanta Woman's 
NLBEB Strategy Casts 
Shadow on Filia. Rally 


By ROBERT B. MITCHELL 


MIAMI BE ACH—National Assn. 
Life Underwriters is facing the tar 
serious crisis in its history, it was dis- 
closed at the midyear meeting held at 
the Flamingo hotel here. 

It appears that as the result of charges 
filed with national labor relations board 
by Mrs. Nola Patterson, Reliance Life, 
Atlanta, the NLRB regional office is 
“seriously considering” the issuance of 
a complaint against N.A.L.U., and if the 
complaint is sustained “the effect upon 
the future course of N.A.L.U. would be 
of the utmost seriousness,” according to 
a statement issued by President Clifford 
H. Orr of N.A.L.U., following an all- 
day executive session of the board of 
trustees. 

“Members of N.A.L.U. will undoubt- 
edly be surprised to learn that under the 
broad interpretation of our labor laws 
N.A.L.U. can be forced to defend itself 
against allegations that it occupies a 
status contrary to its by-laws, contrary 
to its intentions during its long history, 
and contrary to the goals to which they, 
as members of a professional association, 
have so long devoted themselves,” the 
statement continues. 


Could Disrupt Membership 


“Nevertheless, N.A.LU. is faced with 
such a reality and the further fact that, 
if sustained, these allegations will result 
in an order which would completely dis- 
rupt the composition of its membership 
and the pursuit of many of its most 
worthwhile activities. 

“Confronted with the seriousness of 
these possibilities and believing that it 
would be ill-advised to proceed further 
without representation by special counsel 
skilled in the practice of labor law, the 
executive committee of N.A.L.U. re- 
tained the law firm of Wilson, Branch & 
Smith of Atlanta to represent the inter- 
ests of the members of N.A.L.U. and to 
contest the charges to the utmost. The 
action of the executive committee has 
been ratified by the board of trustees.” 


Lawyers Are on Ground 


To familiarize themselves with 
N.A.L.U. status and scope of activities 
A. E. Wilson, Jr., and G. Maynard 
Smith of the firm were on hand here 
for the deliberations of the trustees, the 
various committees, and the national 
council. 

Mr. Orr’s statement says that “it is 
the belief of the board of trustees and 
the national council that the charges 
are without foundation and should be 
contested to the utmost by every means 
possible and that the membership should 
be kept fully advised of the progress of 
a matter so vital to their interests. It 
would appear that an attempt is being 
made to destroy the professional char- 
acter of N.A.L.U. which has contributed 
so much to the development of the pro- 
fessional status of the agent.” 

Mrs. Patterson’s voluminous charges 
alleged that 186 life companies directly, 
and through their organizations—Life 
Insurance Assn. of America, American 
Life Convention, and L.I-A.M.A.—indi- 
rectly, dominate N.A.L.U., thereby com- 
mitting an unfair labor practice. The 
charges assert, in effect, that N.A.L.U. 
is a “company union,” in violation of 
the national labor relations law. 

As a result of the charges the NLRB 


regional office at Atlanta asked N.A.L.U. 
to furnish it with certain materiak and 
information regarding its activities and 
relations with the companies and com- 
pany associations. A letter containing this 
material and information was delivered 
personally by Executive Vice-president 
James E. Rutherford. He also supple- 
mented this information in an informal 
conference with the personnel of the re- 
gional board. 

It was here that it became evident 
that the regional board was seriously 
considering the issuance of a complaint, 
in its own name, in accordance with 
its procedure, incorporating the charges. 

The national labor relations law is so 
broadly drawn that an _ organization 
doesn’t have to act as a collective bar- 
gaining agency to be held to be a labor 
organization, and, if found to be com- 
pany-dominated, a company union. If it 
is company- -dominated and merely oper- 
ates in the field of union activities so 
that the effect is to hinder the forma- 
tion of an independent union then it is a 
aetpian union and in violation of the 
aw. 

This appears to be why Mrs. Patter- 
son has made such an effort to amass 
evidence indicating that N.A.L.U. has 
done some of the things that would 
normally be within the scope of a union’s 
activities, even though it would be ab- 
surd to contend that N.A.L.U. has ever 
done any actual collective were 
If it could be proved that N.A.L.U. 
company-dominated and stands in the 
way of the formation of a regular union 
then N.A.L.U. would either have to 
change drastically the composition of its 
membership or the character of its ac- 
tivities. 

Street Agent Might Be Alone 


If N.A.L.U. should lose the final 
round of the NLRB case it could still 
continue to exist provided it eliminated 
as members all general agents, man- 
agers, supervisors, and any others who 
could be regarded as either employers 
or representatives of employers. This 
would be a heavy blow. All of the pres- 
ent non-staff officers of N.A.L.U. are 
general agents or managers. The de- 
mands on the time of a national officer 
are such that it is extremely difficult to 
get soliciting agents to serve. However, 
perhaps the worst feature would. be the 
blighting of the spirit of unity that has 
characterized the relations of managers, 
general agents and soliciting agents in 
working for the advancement of 
N.A.L.U. objectives. 

The other alternative for N.A.L.U., 
should it lose the NLRB case, would be 
to limit its activities to those unmistak- 
ably outside the scope of the unions. 
Presumably there would then be no ob- 
jection to the inclusion of general agents 
or managers but as Mr. Orr’s statement 
pointed out, this would bar the pursuit 
of many of its most worthwhile activ- 
ities. Just what it could continue to do 
under such circumstances is not clear. 


Complicates Filling Vacancy 


The grave uncertainty over the future 
of N.A.L.U. has even overshadowed the 
problem of finding a successor to Ex- 
ecutive Vice-president Rutherford, who 
goes to Prudential as a vice-president 
when he completes his N.A.L.U. tour of 
duty. Clancy D. Connell, general agent 
Provident Mutual, New ’ York City, is 
reported to have received 20 or more 
suggestions. He is vice-chairman of a 
special committee appointed to rec- 
ommend a successor to Mr. Rutherford. 
The possibility of an adverse NLRB 

(CONTINUED ON PAGE 23) 
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Committee Reports Give 
N.A.L.U. Activity Picture 


MIAMI BEACH—Activities of the 
various committees of National Assn. 
of Life Underwriters were reviewed in 
reports presented at the mid-year meet- 
ing here. Some of them brought out 
spirited’ discussion at committee meet- 
ings here and resulted in some revi- 
sions before the reports were presented 
to the national council. 


SOCIAL SECURITY 


The social security committee, headed 
by Simon D. Weissman, Equitable So- 
ciety, Boston, divided its report into 
two parts, one dealing with social se- 
curity for full time agents, and the 
other with over-all amendment of the 
security act. 

The first portion reviewed the history 
of social security in relation to agents 
and listed the companies that have rec- 
ognized their full time agents as em- 
ployes, these being Acacia Mutual, Com- 
monwealth, Connecticut General, Home 
Life of New York, Monarch, New 
World, North Carolina Mutual, Prov- 
ident of North Dakota, Security Mutual 
of Binghamton, State Farm Life, Sun 
Life of Canada. 

As to the number of N.A.L.U. mem- 
bers whose status might be affected un- 
der social security, the committee stated 
that “it is thought that perhaps 50% 
of the 54,063” members are already cov- 
ered by social security. 


Approves A.L.C.-L.IA. Plan 


In discussing the proposal of Life 
Insurance Assn. of America and Amer- 
ican Life Convention to amend the so- 
cial security act and the internal revenue 
code so as to permit voluntary pay- 
ments by employers of half the social 
security tax on self-employed persons 
once social security coverage is extended 
to the self employed, the social security 
committee said that it thought that this 
proposal “should be given serious con- 
sideration as to agents who are in fact 
independent contractors as and when 
social security coverage is extended to 
the self employed.” The committee also 
extended its thanks to the joint com- 
mittee of the L.LA. and A.L.C. and re- 
iterated the N.A.L.U. position as ex- 
pressed in the resolution adopted at 
Louisville a year ago asking the cuim- 
panies to consider giving their agents 
employe status. 

As to social security coverage of the 
N.A.L.U. members who are not now 
covered and who are not in fact inde- 
pendent contractors, the committee 
recommended that the princples con- 
tained in those measures which pur- 
port to repeal public law 642 (the Gear- 
hart resolution) be supported with a 
view to the coverage under OASI of 
full time commission agents who are 
not in fact independent contractors. 








Would Restrict Recommendations 


In the section on over-all amendment 
of the social security act, the report ré- 
viewed the action taken by the former 
parent body of the social security com- 
mittee, the federal law and legislation 
committee, the national council, and the 
board of trustees at the St. Louis an- 
nual meeting on the then subcommit- 
tee’s recommendations. 

The social security committee recom- 
mended at Miami that no specific action 
be taken by 'N.A.L.U. at this time with 
regard to proposed legislation concern- 
ing public health, unemployment insur- 
ance, and public assistance, but that such 
legislation be watched closely: The 
committee also recommended any legis- 
lative recommendations pertain only to 
old age and survivorship insurance and 
in any event not go beyond the subject 
matter contained in the 1945 “blue book” 
published jointely by the social security 
committee of the American Life Con- 
vention, Life Insurance Assn. of Amer- 






ica, and of the National Assn. of Life 
Underwriters. 

The committee also said that com- 
mittees have been working on a revision 
of this book and that a final draft of 
the revision incorporating many recom- 
mendations for amendment to the social 
security act should be ready for pub- 
lication soon after the midyear meeting. 

Because many of its members were 
at other committee meetings, there was 
not a quorum of the social security com- 
mittee and consequently its report could 
not be officially adopted. However, it 
seemed likely that when finally adopted 
it would be amended to include an $85 
maximum on any one wage record as 
part of the recommendations on social 
security. 


COMPENSATION 


The report of the compensation com- 
mittee, headed by H. Cochran Fisher, 
Aetna, Washington, D. C., reiterated 
the position taken by the committee at 
last year’s midyear meeting to the ef- 
fect that “it is not the function of 
the National Assn. of Life Underwrit- 
ers or of this committee to serve as a 
bargaining agency for groups or indi- 
viduals with a company or companies on 
specific contracts or commissions.” 

At that time, the committee took the 
position that no single compensation 
plan embodying all the best features 
of known plans can be devised to fit 
all companies and all agents, but that 
it is the duty of the association to de- 
velop broad principles regarding com- 
pensation and leave to its members and 
the companies they represent the mat- 








$400 million mark. 


eight months. 








* 
The 
COMMONWEALTH 
Commentary 


400 MILLION 


On the first business day of March, 1949, Commonwealth men 
enjoyed the satisfaction of seeing their company cross the 
Commonwealth’s first hundred million 
was built in twenty-three years (from June of 1905 to Janu- 
ary, 1928)—the fourth hundred million required only twenty- 


In terms of the number of months required to accumulate each 
hundred million of the first four hundred, here is the box score: 

The first hundred million—271 months 

The second hundred million—182 months 

The third hundred million—44 months 

The fourth hundred million—28 months 
On the occasion of passing this new milestone, we salute again 
the superb group of fieldmen whose combined efforts made 
possible the attainment of this goal. 


Insurance in force — February 28, 1949 — $399,976,812 


ter of implementing those principles in 
their compensation plans. 

The report restated the principles of 
compensation set forth at last year’s 
midyear meeting, as amended at the an- 
nual convention last September at St. 
Louis. 


Praise for McKinney 


. These call for 50% and nine 5% re- 
newals or their equivalent, as the mini- 
mum renewals, renewals to be vested 
after five years of service; compensation 
for service after the renewal period; no 
collection fee deductions for terminating 
agents; adoption of group coverages 
for agents; retirement pensions that 
would not be reduced or eliminated by 
reason of the agent’s resources of in- 
come. 

The report paid tribute to Gordon D. 
McKinney, N.A.L.U. actuary, for his 
work with the compensation committee 
and in the association and for the arti- 
cles he has contributed to “Life Asso- 
ciation News.” 

The report mentioned the importance 
of section 213 of the New York insur- 
ance law which limits acquisition ex- 
penses and the fact that it is to be dis- 
cussed at the midyear meeting. 





CONSERVATION 


The conservation committee headed 
by Richard E. Imig, New York Life, 
Sheboygan, Wis., dealt mainly with the 
national quality award. 

The committee reported that acting 
under the authority given by the board 
of trustees at St. Louis. last September, 
it recommended that the present per- 
sistency requirement under the basis of 
qualification be revised to require that 
an applicant must have a persistency 
record such that at least 90% either 
by number of lives or amount, which- 
ever is higher, of the ordinary 

(CONTINUED ON PAGE 20) 
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Wash. Governor 
Signs UCD Bill 


SEATTLE—Gov. Langlie, Tuesday, 
signed the state unemployment compen, 
sation disability bill, but he vetoed the 
emergency clause which would have 
made the statute effective immediately, 
It now becomes law 90 days from the 
legislative adjournment date of March 
10. Thus, Washington becomes the 
fourth state to enact the compulsory 
non-occupational sickness _ insurance 
plan, the others being Rhode Island, 
California and New Jersey. 

Most observers believe that 
New York UCD bill, which is designed 
as an extension of the workmen's com- 
pensation law, will be enacted. 


New England Mutual Stars 
Elect Bearden, Gruendel 


G. Nolan Bearden, Los Angeles, was| i 
elected president of the New England 
Mutual Leaders 
Association during 
its annual meeting 
at Hot Springs, 
Va. This year 163 
qualified for mem- 
bership, the largest 
enrollment in his- 
tory. 

George H. Gru- 
endel, Chicago, is 
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dent. James K. M. amount 
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V. Robinson, Hart- G. N. Beard doar 1s 
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Union Central Raises Limits | rr 
Union Central Life has increased its| portfolic 
limits of acceptance and now issues the| and oth 
following amounts of insurance, all] where t 
plans, to standard risks: in the | 
Agesa Male Female} Jong as 
Issue Lives Lives will re 
0-9* $ 15,0004 $15,0007 q 
10-15* 30,0007 15,0007} trustees 
18° aoe 18 Tee liquidati 
17* 5,000 32,5¢ 
18 527500 30/000; | emphasi 
19 60,000 37,500 | vation ¢ 
nit eT B00 22300 | drat pl 
-20 >, >, : * 
2 112,500 7z009 | insuffici 
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tIn exceptional cases of the highest 
grade, as much as. $37,500 will be issued. | to be ai 
_Total non-medical limit for males, | he declz 
single women, widows and _ divorcees 
who are self-supporting is $10,000, but 
not over $5,000 in any 12 months’ period. Repor 





Zalinski at San Antonio 


Take 


Report 


Edmund G. Zalinski, managing direc- | i) Ohio 


tor of Life Underwriters Training Coun- Harry | 
cil, spoke to San Antonio managers ata] Ohio in 
breakfast, stressing that few managers | jon to 
or general agents are either qualified OF | ment of 
have the time to train their man in all under ‘kh 


the essentials of life insurance. Even 
if they have the time, he stated they 
become bored with working with one 
man and the man himself misses the in- 





W. Ve 


spiration of the class work which comes The | 
from his association with others and the} adjourne 
exchange of ideas. Both San Antonio] the taxi 
and Austin managers were present. It] rte. A 
was indicated that classes will be or-| life ins; 
ganized at both San Antonio and Austin. | which ; 
compani 

Mutual Life Feb. Leaders age 
The Milwaukee agency of Mutual Rerisiny 
Life led the country in volume of in- complete 
surance sold in February. George A.} to the - 
Knutsen is manager. In number off Commis 
policies sold, the Grand Rapids agency,]} pass, by 
under Charles E. Brown, was first. did not 
The Chicago agency under Henry W.f late to 
Persons, and G. A. Sattem’s Los An f authoriz 
geles agency were second and third, re- fair trac 
spectively, in volume and tied for sec- intended 
ond place in number of policies. this kinc 
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Franklin D’Olier, past president of 
Prudential and now a director, intro- 
duced Mr. Johnson. “Our destiny as 
insurance men is bound up with the 


Use in Estate 


» Tuesday, Plans Will Rise 


nt compen, 


Plaudits at Pru’s 
Annual Dinner 


state where private initiative and inde- 
pendence of the individual prevails,” 
Mr. Shanks said in his brief talk. “All 


See Selves Through 


vetoed th aie : Eat ccoceeds “ NEW YORK—More than 1,000 our efforts aid the ascendency of such . 
‘ould ie W — o econ ke ge ic CAF ah So guests at Prudential’s annual dinner @ State. All our efforts work away from Outsiders’ F eS 
nmediately. able tha a Be Py das olan terminating its the all powerful, all embrasive state y 
s from the| 54@V° ~~ h he burden of transfer three-day _ district whatever it may be called,” he _Said, 
of March{ duced and that the — hat life Managers’ confer- stating that this adds a great satisfac- 
will be increased, so that lite tion to sustain insurance men in their 


taxes I » é : 
comes insurance will be of increasing impor- 


rompulsory tance in all phases of estate planning, 
\de Tekan Phillip J. Woodward, Boston attorney, 
Siandy old more than 350 attorneys, life in- 
that the surance men and trust men attending a 
x poste 1 meeting of the Chicago Life Insurance 
at & Trust Council. Mr. Woodward. is an 
nen’s com- : 
ag associate of Mayo Adams Shattuck, 


Industry Must Take 
Position Its Strength 
Requires, Pendray Says 


ence were won over 
by the simple 
charm of a brief 
extemporaneous 
address by New 
Jersey’s deputy and 
acting commission- 
er of banking and 
insurance Chris A. 


jobs. “We know that our work is a 
vital factor in causing our nation to 
take that course which is based upon 
the essential dignity and freedom of the 
individual,” he concluded. 

Among those present was James E. 
Rutherford, newly elected vice-president 
who is leaving his post as executive 


NEW YORK—tThe eastern round 


dd, table of Life Advertisers Assn. saw 


1 Stars 
idel 


who was scheduled to deliver the ad- 
dress, but who had been stricken with 
a virus infection and was unable to be 
present. Mr. Woodward spoke in the 
afternoon and resumed his talk follow- 


Gough. Called to 
the center of the 
dais by President 
Carrol M. Shanks, 
Mr. Gough recalled 





Chris A. Gough 


vice-president of the National Assn. of 
Life Underwriters. Dinner music was 
provided by the home office orchestra 
with the excellent singing of Miss Doro- 
thy E. Siegfried of the home office li- 


itself through the eyes of outside ad- 
vertising, newspaper, and public rela- 
tion executives and of industry non- 
advertising personnel at its meeting 


roel i he cocktail party and dinner. : igh Cee Piha ich > . . 
geles, was} ing the fe aor 7 d that there is various incidents in his 56 year career brary highlighting the entertainment. here. About 160 attended. Chairman 
v England} The speaker indicated that 1) 3 ¢ 

some hope that income tax and estate in ans pores geen seep mar- N A I Ma was W. S. Weier, Prudential, with C. R. 
=| tax deductions will be offered for life velous mixture of sentiment and humor. ofde. teed ‘table Societ ctivel 
‘| insurance once again. He said this would He paid tribute to Prudential as one of Y Pesce Equi 7 peered y 











be especially proper applied to the self- 
employed citizen who cannot participate 
to any marked degree in social security 
programs. Legislative integration of 
the various types of tax upon inter 
vivos and testamentary transfers may 
be effected with a number of variations, 
he said, 


New Jersey’s finest financial institutions. 
His moving talk held the attention of 
everyone and he was given a unanimous 
standing ovation as he returned to his 
chair. 


Agents’ Part in Thinking 


_ The important part the agent plays 
in forming the pattern of American 


Meet at Houston 


Arrangements are now being made, 
it is understood, to change the place 
of the mid-winter meeting in December 
of National Assn. of Insurance Commis- 
sioners from Galveston to the Shamrock 
hotel, Houston, which was just opened 


Alan M. Kennedy, Northwestern Na- 
tional, L. A president, announced 
that the next annual meeting is sched- 
uled for the Drake hotel, Chicago, Oct. 
27-29. 

Must Take Leadership < 


The industry hasn’t taken the leader- 


Mr. Woodward stated that if the t I 
amount which can be saved is reduced democracy was outlined by Holgar J. the other night with much gayety and ship its economic position requires, 
and the burden of transfer taxes in- Johnson, president of Institute of Life Movie stars. Edward G. Pendray, public relations 


creased and purchasing power of the 
dollar is depressed, the aggregate wealth 








Insurance, the dinner speaker. Referring 
to agents as thought leaders and recog- 


Aetna Runs Texas School 

















consultant, said. “Your business is very 
large and it is a normal human reaction 


Bearden / Will be even more widely spread than nizing the power of their personal con- ‘Thirty representatives of Aetna Life, to build up resentment against it,” he 
for two| it is today and more middle class citi- tacts on family thinking and decisions, including two general agents, from said, “which means that the industry 
zens will have need of estate planning. he said: “You can readily see how vital Texas and Oklahoma attended a special must build a symbol so that the public 
Grantors will be leaving managerial is this work of yours in shaping public southwestern field training school at will believe in it. Something extra is 
Limits problems behind rather than mere in- attitude toward thrift, security, family Mineral Wells, Tex. Conducting the required, he said, not merely improved 
vestment problems. There will be fewer protection, your company, and the whole courses were Field Supervisor John K., policies, nice letters to complainants, 
reased its| portfolios of mixed stocks and bonds institution of life insurance, business Luther and Agency Assistants Carl W. and well laid out annual statements. He 
issues the| and other securities and more situations in general, and our whole philosophy of Eagle, Richard P. Fuchs, Joseph F. recommended a study of the problems 
ance, all] where the family businesses will be left living in America.” Euler and Joseph F. Bradley. of the aged and research to develop 
in the hands of trustees to manage as methods to broaden the useful and 
Female} long as this sensibly can be done. This strong period of life. The industry could 
$16,000} will require more alert and competitive well adopt a scholarship program so 
15,000¢| trusteeship with less emphasis upon that more students can get to school, 
$79); | liquidation and conservation and more a ' look into the problem of training teach- 
30/0004 emphasis upon preservation and culti- Public Acce tance ers so that education could be made 
37,500 | vation of earning power. Lawyers who a speedier process, and perhaps use 
#r000 - ce are ya egg a ae some of its investments in universities 
75,000 | insufficient flexibility will observe that = , to alleviate crowded college conditions. 
73000 newer and brighter men have made off Robert Rogerson, of the William H. Nicholls, Jr., He trged that the industry learn the 
2,5, | With their clients, Insurance men who Agency in Grand Rapids, was one of the Penn Mutual’s cost of an idea before turning it down. 
37,500 | imsist upon old fashioned and rigid op- million-dollar producers during 1948. When asked how He suggested that the companies 
tion settlement techniques will, _ in he did it h lied: make an economic and_ technological 
e 18 nor| truth, be peddlers rather than profes- eo audit of the country to find out under 
- highest | Sonal men, as they now have the right 7 g F what economic system it would develop 
ye issued. | to be and to some extent actually are, I try to devote as much time as possible to profes- heat nied 40 nieek tie cles of te ae 
r males, | he declared. ‘ sional people in the higher income brackets, or to lowers of other “isms.” 
lingo younger men in professions whom I expect to be in the wir eves hon Fae “ —_ ne scutiy 
ysis i i i was describe y re antord, vice- 
5’ period. Report Harry Perlet to higher income brackets in the near future. president: and aiesevdia aianter. Wake 
“ , ; a “Herald Tribune”. 
' Take U. S. Chamber Post As far as acceptance by the insuring public is con- York "Meta 
2 Reports were circulating extensively cerned, I think that the acceptance today of the men Simplify the Policy 
“; -—_ : Ohio insurance circles this week o- under 40 in the various professions of the utilization of He asked that something be done to 
ote Me Perlet is preparing to leave the life insurance to accomplish their financial objectives is simplify the language of policies, “Even 
=f Ohio insurance department rating divi- A : F h d h h re selling a legal document 
MOMENT don to go with the laserance desart- a tremendous factor in our business at the moment an though you are selling: gi 
lified or | , 8 Pp : . : f Y h ll does it need to be written in 18th cen- 
oe a | ment of U. S. Chamber of Commerce will continue so into the future. You do not have to se perenne ntti Ray More a0 Panga wc 
% Even under Manager A. L. Kirkpatrick. the idea of life insurance any more, it is merely a ques- “ Bas Saad Gebheaia letheds tac saute 
ted they tion of getting the man to do it now instead of later, hinding contracts and concerned larger 
vith one : is] . as he readily accepts the idea that he is going to own amounts of money,” he said, “and they 
s the in- W. Va. Le ature Adjourns life insurance and substantial amounts of it some time. were not obscure.” Turning to adver- 
n coma The West Virginia legislature, now tising he ont pi - more _or 
and the} adjourned, enacted a Dill authorizin « ‘ tance be placed on the use of loca 
Antonio} the taxing of annuity premiums at 1% I do not see how anybody can be successful “ the media. This, he said, would help the 
ent. It} rate. Also a new investment statute for business unless he is continuously building and using companies to get closer to customers 
be of-} life insurance companies was passed each day’s work to provide momentum for the next day. with their advertising messages. He 
Austil.| which applies to the three domestic It is much easier to keep the ball rolling after you have suggested tailoring the advertising to 
companies. stevted: than it fe t he o fiesh atest cask das.” the market and showing rural families 
rs The insurance department expected a a ee . y- in advertising in rural communities, in- 
that a resolution would be adopted au- dustrial workers in industrial communi- 
Mutual} thorizing the commissioner to submit a eee ties, and white collar workers in urban 
> ol ri complete revision of the insurance code se or a Pay Sao A va 
orge +\.f to the next session of the legislature. adoption of methods to facilitate policy 
aber Off Commissioner Butler expected this to THE PENN MUTUAL LIFE INSURANCE CO. loans, | A picide ‘ 
agency, | pass, but he was caught short when it The industry is too indirect, evasive 
rst. | did not do so, because then it was too JOM 6. er and defensive in its selling and adver- 
nry W.F late to press for passage of the un- wes wa tising, Howard Williams, advertising 
os An-f authorized insurers process act and the INDEPENDENCE SQUARE, PHILADELPHIA executive, said. He said that the com- 
ird, re} fair trade practices act. What he had panies have allowed life insurance sales- 
or sec-# intended to do was to put legislation of men to slip into a position not in keeps 
this kind into a new code. (CONTINUED ON PAGE 19) 
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An. advisory committee on TDB w 
Democracy Pattern organized in the governor’s office last 194 
week and has on it two insurance men, 
Theme of Talks at E. B. Whittaker, vice-president of Pru- Re: 
me and thio yr Orman, vice- 
= = president and general counsel of All | 
Prudential Dinner American group. Its job will be to ae etal 
. i administration and progress of TDB and ! increas 
Through their constant contacts with report periodically to the governor and 
American families, life insurance agents the legislature. : 
play an important oart in satting she oon 
pattern of American democracy, Holgar s ae 
J. Johnson, president of Institute of Life Memorial to Crawford Alliane 
Insurance, told the annual business con- A group of insurance journalists has meric 
ference dinner of the district agencies established with Insurance Society of ae 
department of Prudential in New York New York the William Sterling Craw- | Americ 
City. ford memorial fund, in memory of the] attas 
Mr. Johnson pointed out that the late Mr. Crawford, insurance editor | Banker 
American family is the court of final de- emeritus of the New York Journal of 
cision on all vital social, economic and Commerce at the time of his death - see 
political questions. Therefore, he said, July 17, 1948, at age 82. "| Banker 
those whose business brings them into The fund will be absorbed into the | Banker 
contact with individuals and families permanent funds or general endowments eeever 
have become “thought leaders” in their of the society to be used in its various git 
Own areas and have the responsibility activities. Benefic! 
of advancing the essential truths of Chairman of the committee that raised | 3°" ~ 
American democracy. the money and made the presentation is | Berksh 
Mr. Johnson was introduced by Col. Alfred M. Best, president of Alfred M, | Bus: ™ 
Franklin D’Olier, director, and past Best Co. E. M. Ackerman of “Weekly 1 
president of the Prudential. Underwriter” is treasurer. Oe oorat 
CRRnee eer ee Dr. Donald B. Armstrong, 2nd vice- ! ©?"*"* 
The dinner, which climaxed a three- president of Metropolitan Life, has been | College 
day business conference attended by elected president of the New York | Columb 
more than 400 Prudential district man- Tuberculosis and Health Assn. ™ 
agers, was presided over by President . 
Carrol M. Shanks. Conn. ¢ 
“Those of us in the insurance indus- 
try are a sentimental and emotional — 
lot,’ he said. “We need more in the Contine 
way of pay than money. We must be me 
sustained by a sense of doing a job esi 
which is strongly for the good of our Crown | 
policyholders and the nation. We must 
have the deep satisfactions which spring me Me 
from good work well done—and from Dominica 
seeing the countless examples of the : 
benefits flowing to the families of those ee 
who die too soon,” Equitab 
Mr. Shanks spoke out strongly Express 
against the growing push toward the — 
all-embracive state, which, with its vast Federal, 
load of taxation on the working gener- F 
ation means a shutting off of the flow meaty 
: : y 
: ; ; of capital needed to keep plant, equip- Franklir 
Since my accident I’ve come to realize just how veo and tools new and modern. in WK General 
stead the money goes into state wel- 
much my Planned Personal Security with Pacific fare plans. — FORE gy Fy — Great L 
Mutual really means in our financial lives. He > Great N 
y feernees tee Conn. Mutual Term Plans eg i lia arent 
am, disabled, away from my practice, extra doctors’ Connecticut Mutual is now issuing 7 bs Guarant 
. - : ? ; term insurance to age 65 on both male March 1949 aombage-) 
o to a yet with these Pacific Mutual dis and. female lives at ages 20 to 54, ine sii itiiil Heil aaeabets Wain ok fine 
abili ¥ ¢ 7 clusive. e contract may be converte A nter-Oc 
ity checks we're able to carry on. What’s more, deat atid makin eeiar oe my Tax & Business Course. I Jeftersor 
this disability income actually is protecting the age 60. Annual premiums are: mend phen - euline se: Sean ) 
: trusts which helped me close a 
important, long-range features of our planning: the case for over $100,000. In addi- Latayett 
life insurance; the retirement income we're hoping tion, I used your estate analysis pe 
; : for another $10,000 policy, and 
to enjoy together. And if some day I’m unlucky lait detail 4 ‘dhe Gas Lincoln 
enough to have another accident, or a serious sick- $50,000 cases for partnership ala 
this disability benefit will go i ion all sieigigah Mantatt 
ness 1S dl lil 
K y benent will go into action a “You can readily see that I am Manufac 
over again. Yes, I like the completeness of my enthused about the course. I Mass. M 
Pacific Mutual protection. And I like to do business would certainly recommend it to Metropol 
> , anyone who was willing to pay 
with my Pacific Mutual Man. He knows how to the price of absorbing the splen- Michigar 
fit his company’s services to my needs. Seek Higher Benefits in N. J. did ideas therein. ; Midland 
: : , Robt. E. Linwall Minnesot 
Bills pending in the New Jersey Mani : 
legislature to increase temporary dis- ; anitowoc, Wisc. Monarch 
ability Deen from $22 to $30 a week IF YOU, ALSO, ARE INTER- poe 
are under fire from various sources in- Mutual I 
age : : ° ESTED IN LOOKING BE- 
of Leadership in Planned Personal Securit cluding Harold G. Hoffman, state di- Mutual I 
P80 i) of p ' sil 44 rector of employment security. Half of YOND TODAY’S RESULTS, el 
— —_ the privately written plans in the state DROP US A LINE FOR COM- 
a ge pag rag $22 and po PLETE DETAILS OF THE Ditineaais 
: weekly and if the new law is passe fonal, 
_ Life Insurance those plans will be invalidated. Mr. SALES COURSE BEST SUIT- etionns 
Accident & Sickness Hoffman said: ED TO YOUR PRESENT : 
ei Feehan He indicated that the increased bene- NEEDS. ph 
pt a See i : fits would cause a swing away from New En: 
Aisi vies ich spate workmen’s compensation claims to dis- pew, Yor 
THE NEW & UNUSUAL LIFE INSURANCE COMPANY ability claims because there is a $25 PAUL SPEICHER ee 
SAVINGS PLAN weekly limit on compensation protec- Managing Editor Northern, 
(a complete package of HOME OFFICE — LOS ANGELES, CALIFORNIA tion. e PRE See 
economic security ) General Agencies in principal centers throughout forty states The. new measure 1s still in judiciary i THE INSURANCE aor 
committee. It is too early to tell how ff RESEARCH & REVIEW SERVICE Northwes 
much strength there is behind it, al- INDIANAPOLIS Oc 
though it is reported to be an adminis- \ rene 
sd tration bill. 
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s New Business’ In Force Reliance Life ...... 4,760,688 38,153,423 New Business In Force 
[DB was 1948 Business $ $ Rockford Life ...... 123,750 1,604,352 $ 3 
office last wie Pena me Pea weer tee bry Security Mut., a eas ye 6,935,125 . Union Mutual ...... 1,442,855 6,096,396 
o State .. 1) 15384, 974, ) 131,000 Ge se 108,000 
ince men, R sults in Michi an Old Line ........ a 2,994,913 Standard, Ind. ..... 218,000 1,583,697 United Benefit ..... 4,751,730 31,757,234 
t of Pru- ; e g Old Repub. Credit.. 3,543,207 3,329,986 State Farm Life .... 4,101,471 24,283,527 (G) 142,500 135,000 
: Pacific Mutual ..... 2,659,033 19,256,039 (GF ee 968,500 United, Ill. ........ 214,000 863,226 
1an, vice- . 
1 of th All figures are for ordinary unless desig- Paul Revere ....... 1,069,932 9,288,284 State Life, Ind...... 148,342 4,926,784 (1) 9,993,754 —«-17, 790,435 
, ict nated (G) for group or (I) for industrial. New 4,44, (G) 118000 118,000 State Mutual er 8,988,309 88,884,098 United L. & A...... 955,452 4,755,114 
; y ess figures include business revived and enn Mutual ....... 973, 791, »345,7 5,590,229 Victory Mutual ....  ...... 112,647 
TDB and eaned ae Gell ao nee Geides punk ger, «Peoples Life ....... 1,268,637 5,370,198 Sterling, Ill. ....... 5,996 13,603 Washington Nat. .. 2,781,728 18,653,835 
sho Naw Siuainess’ En Borde (G) 232,000 172,000 Sun, Can. .......... 10,415,904 117,401,175 (G) 199,720 352,175 
‘rnor and $ Philadelphia ....... 31,168 472.449 (G) 22,615,647 65,805,351 (I) 7,025,604 16,216,413 
Acacia Mutual ..... 2,778,387 16,880,577 Phoenix Mutual .... 2,852,960 35,972,933 Supreme Liberty ... 1,447,885 6,658,571 Western & Southern 11,165,988 95,590,857 
ties UMW asccces 20,180,655 129,668,306 Provident Mutual .. 8,393,650 56,675,331 (1) -2264,898 7,352,326 (G) 467,840 1,164,690 
(G) 146'229'784  463'277.551 Provident L. & A.... 220,344 992,626 Travelers ........+. 7,712,089 84,842,000 (1) 8,617,586 96,266,827 
Alliance Life ...... 2'993,129 23,708,721 (G) 9,381,250 14,719,000 (G) 123,621,528 360,292,510 Wisconsin Natl. .... 4,089,029 20,668,556 
li G 976,500 2,956,500 Prudential ......... 67,838,328 575,362,328 bs Central ..... 2,748,907 27,888,049 Woodmen Central .. 848,238 1,919,753 
alists has | american Nat., Tex. 64381545 19,469,221 (G) 61,396,654 177,719,547 Urtion Labor ....... 335,517 912,986 World ..:......++.. 1,318,366 1,532,823 
ociety of (5,996,732 «35,648,435 (I) 18,403,264 282,506,794 (G) 4,176,000 9,512,500 (G) 61,500 59,500 
1g Craw. | American United .. 1,841,325 14,359,435 
(Frat) 2,000 543,899 
y of the] atias, Okla. ......- 3,500 459,442 
e editor | Bankers Life & Cas. 17,672,704 7,147,196 
J (I) 307,499 212,941 
urnal of Tankers, 18. ..<><.. 5,410,714 39,006,341 
is death, (G) 2,013,600 4,358,859 
Bankers, Neb. ..... 2,752,075 6,809,385 
into the Bankers Mutual ... 1,776,149 7,770,743 
: Bankers National .. 697,152 3,226,907 
owments Bankers Security ... 47,805 47,805 
$ various (G) —-368,085 220,525 
Beneficial Standard. 19,000 43,850 
2 Ben. Assn. Ry. Emp. 257,680 313,008 
art raised (G) 3,807 2,214 
itation is | Berkshire Life ..... 1,043,837 9,242,873 
If Bus. Men’s Assur... 694,681 6,201,030 
fred M. 
ci (G) 75,000 40,000 
Weekly | central, Ia. ....... 2,104,329 11,647,598 
Mertrat. Bis «.,<.00se 1,482,843 22,601,134 
(1) -2/097,586 3,747,205 
R anada Dite oie 5,988,643 33,796,184 
znd vice- (G) 487,800 1,061,600 
has been | College Life, Ind.... 1,038,000 1,567,000 
w York Columbian National. 672,066 4,961,803 
(G) 286,420 286,420 
Columbus Mutual .. 5,715,107 44,991,287 
Confederation, Can.. 380,964 2,944,919 
Conn. General ..... 6,917,453 43,861,137 
(G) 29,721,175 54,239,892 
Conn. Mutual ...... 8,031,156 76,801,694 
Conservative ....... 261,699 2,255,935 
Continental Assur... 16,087,059 53,497,602 
G) 15,001,288 49,382,885 
Credit Life ........ 429-857 16,552 
(G) 52,417 82,405 
Crown Life, Can..... hehe 4 31,158,431 cag? MRS. VERNON MURROW 
G) 1,114/000 755,000 
Cuna Mutual ....... 30,100 169,955 : To eka K 
(G) 3,688,649 8,517,368 P , Kansas 
Dominion, Can. .... 4,724,995  33,429-177 
(G) 64,000 315,000 
Equitable Society... 29,106,172 212,954,172 Ps eannet rs “ “ , oa 
meuitabte, 1a, ,,{2) S1588594 . 165,455,156 Vernon was ‘fishing’ for a more advantageous job After his return to civilian life, Vernon spent an- 
Expressmen’s Mut... 120,641 1,504.00 tae sue A . 
Farmers ‘ Traders. 249,551 Vest aee when he got the ‘strike’ he had been waiting for. other year with his former company. A number of 
edera as.. J 1,124,366 ° ° ° ° ° ° ° 
Federal, Til. ..../-- 1,001,278 11,196,462 He knew he had a ‘whopper’ on his line. We'll interviews with branch managers of life insurance 
See 251 
Fidelity H. & A..... 1,513,250 1,465,250 i 7 ies i i i 
Fidelity tual "<< Rugaee 14 Stain never have to tell about the big one that got away companies in Topeka did not quite offer what he 
ranklin .......... 534, 28,092,650 . 
General" American’: Lata.900  11,322°600 was looking for. Then came Claude Tucker and the 
| ) 19,405,424 53,178,471 " . * . . 4 
CT eet tee | peg hy rt pst Vernon's insurance experience started during his Minnesota Mutual! Claude (now our General 
DO Great Lakes Mut.... 915,500 1,781,750 ll d h h h d . b | 
, Great Northern ,(D 12418042 25,120,475 college days when he had a summer job as a sales- Agent) gave Vernon a demonstration of how to sell 
pet WORE ++ és “Lames =" Steaaae man. After graduating and going on to Law with the Success Bond story and that was all it 
Guarantee Mutual .. 1,149,952 9,543,597 * ‘ ° 
Guardian vevvse-+: : Epetoso — anadiceas School, he continued part-time with a casualty, fire took. > 
ome Perera ° 62 40,931,547 e a ° ° 
al Indianapolis Life ... 1,019,449 7,870,985 and life company. He liked the insurance business “The Mj ope ee saith silent 
nter-Ocean ........ 20,000 20,000 me ‘ e innesota utual s rganize ales an 
I Jefferson Nat. "+... 99, 2057000 2,025,115 and thought that after receiving his law degree he Sil hte toceitidiaie ah 9 hee: : 
ion Pe epee ee lain adiust In 1941 supplied the inspiration that was lacking in Vern's 
i ee or BR tye would perhaps become a claim adjuster. In hi h : 
; Meiene Cty ....... Sake See V ved his L di salesmanship. The Organized Sales Plan has com- 
idi- Lafayette ........ .. 38,895,620 21,243,905 ern receive is LL.B. and in June of the same a 
ai Life of Virginia .... 7,326,055 34,208,779 : : pletely solved the problem of a hesitant approach. 
we (G) 29,000 263,420 year was admitted to the bar in the State of Kan- With this Plan V h : 
sai Lincoln National 25,877,406 141,906,359 sas. However, he was doing so well as a salesman r ; z tien ” Pees = pr we? 
: ee aiates : : rie and at the same time, an effective and powerfu 
hip Zo ise that he decided to try it full-time in that end of See : : P 4 
Lutheran Mutual .. 1,735,834 —12,102'691 : : tool in bringing people to realize the need of life 
Manhattan ......... 684,664 3,587,298 the business for a while. . 
am Manufacturers, - bar 1 76,576,507 . insurance. 
‘ 470,500 
I Mass. Mutual ...... 13,385,515 154,900,568 
| (G) 257,849 "470,349 " i i ‘ ks ory le ° 
to atta cesta g@082.000 720,344 18 In 1944 Vernon enlisted in the Marines and dur. It's a wonderful life for the Murrows. Sherrill, 6, 
- °792,231 839,966,805 ° ° ° ° . . ° 4 ‘ ‘ 
y (i) Shaeusie | cerelire? ing his period of service, he did some serious think- and Davie, !'/2, are growing up as children should, 
en- Michigan Life ..... 3,789,272 29,699,114 ° Lif ° li h d | b b d a . 
Midiana atutuar (2 844980 7,667,889 ing. Lite insurance selling had always absorbe in happy, secure surroundings. A contented hus- 
all Minnesota Mutual ;. $586,533 14,960,828 his entire interest and since he could not specialize band and children make my job a pleasure. We're 
sc. Monarch Life ...... 948,557 4,606,888 Pe a 4 a s : 7 
a ana, 4,024°600 19'194/289 in this field under his present circumstances, he de- all going places with a Minnesota Mutualite who 
R- Mutual Benent _. 2848-019 20,248,922 cided to affiliate with an ordinary life compan k here he's going." 
J nefit ..... 23,715, 59,704,639 . nows wher % 
“i Mutual Life ........ 9,515,648 127,817,743 "Y Y ay ore ae, 
utual Trust ...... 1,796,991 18,702°816 : 
y National L. & A.... 9,305,029 36,914,025 
TE ss (1) 16,082,546 61,497,466 ee 1 { 
ational, Ta. .....e. 678,845 + didn't take Vernon Murrow long to prove that he would be. suc- 
x National, Vt. _...... $66 5,776,408 cessful as a life underwriter. He egen his career with The Minne- | THE MINNESOTA MUTUAL LIFE INSURANCE ! 
IT ; 6,011,673 48,501,900 
National, Can. ..... 211,140 "423,640 sota Mutual, March |, 1947. He is a member of the ''M"' Club and | COMPANY | 
iT ‘ (a a7:000 repens is oe % ¢ yd year commnsslons in ere, earns ees | Saint Paul |, Minnesota { 
orth . as a quality award. Vernon shares his wife's wholehearted approva : 
r American ‘3 ‘i baal of the Organized Sales Plan—the Plan used exclusively by Hn Min- | 1 want to know how Vernon Murrow does it. 1! may | 
New England Mut.. 8,303,315 91,427,433 nesota Mutualites. | be interested. No obligation to me, of course. | 
New York Life ..... 24,314,834 240,859,406 1 
North Amer. Ace... "116,977 805,254 _ 
r mer. Life... 231,500 8,509,098 h ’ | 
Northern, Wash. ... 566,886 616,871 T e M innesota M utua ; | 
ED, 2.170997 12 ast'see : Address, | 
VICE Northwestern Mut... 28,782,610 828,511,856 Lite Insur ance C ompany ; | 
orthwestern at... 2,960,872 30,325,936 < c Stat 
(G) 3,880,300 —«11,719,000 SAINT PAUL Ty MINNESOTA B= ree TER TH | 
Occidental ..... sees 5,578,779 20,089,087 Organized 1880 ! 











(G) 15,276,500 62,846,104 
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Cotannetes’ 1948 Year-end Figures Are Shown 











Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs, 
Assets Assets holders 1948 31, 1948 in ad 1948 1948 1948 
$ $ $ $ $ $ $ 
Atlantic Coast, Charleston.. 2,675,351 358,348 285,583 25,327,701 46,820,594 633,639 1,964,726 464,431 1,733,342 
Business Men’s Assurance.. 72,581,956 8,317,866 5,282,750 98,179,672 365,596,686 52,338,838 21,152,1011 8,648, 2953 16,266,0091 
Fidelity National, Denver... 241,251 9,417 78,612 198,635 87,188 32,164 281,737 25 320,858 
Franklin National, S. C..... 564,076 56,614 S7Reee.. | «even 6,229,578 426,121 225,460 35,595 192,758 
Great-West Life .........++- 331,236,084 26,557,991 16,047,049 188,846,300 1,129,376,453 117,596,880 39,160,608 18,226,357 34,638,838 
Great Eastern, Denver.....- 352,363 26,010 271,169 2,205,166 4, 767, 912 —317,552 111,472 16,645 112,146 
Independent, Baltimore ... 2,324,077 276,339 639,751 2,586,105 12,676,692 184,420 493,575 121,778 564,568 
Natl. Public Service, Seattle 1,842,729 428,786 137,767 3,435,889 15,614,332 2,272,947 662,883 113,443 358,672 
Occidental, Raleigh ......-. 14,568,424 1,577,686 868,557 17,020,542 79,259,422 7,386,054 2,357,231 730,010 2,041,905 
Pacific National Life....... 8,968,494 1,216,894 1,110,847 12,896,146 62,931,907 6,330,862 1,978,309 350,099 1,264,140 
Palmetto State, S. C........ 3,190,854 414,231 515,000 14,207,904 35,466,542 2,142,865 1,529,777 363,440 1,277,216 
Prudential .....eeseeeseees 7,846,101,629 624,612,906 87,786,618 3,055,973,849 29,635,024,726 1,690,203,917 1,037,417,1388 545,241,735 855,471,178 
Public Service, Seattle ..... 4,052,568 675,392 157,548 3,346,825 22,678,931 1,695,595 1,041,236 237,206 607,217 
Puritan, Providence ....... 2,794,416 118,124 165,061 1,056,574 11,823,669 407,751 249,148 120,764 253,058 
Rural Life, Dallas .....--- 1,823,494 443,620 193,200 5,154,309 24,032,085 2,746,275 747,095 96,276 453,481 
Southern Aid Society ...... 2,349,882 185,925 1,008,682 3,434,956 10,934,697 458,541 791,964 205,530 701,471 
Union, Little Rock ......+.-. 4,145,455 730,476 400,000 14,750,318 61,038,959 2,782,809 1,740,296 220,025 1,197,598 
FRATERNALS 
Royal League .....eseereees 5,246,533 —1,441 50,920 524,500 12,754,884 —17,862 409,493 421,634 598,138 
Includes A. & H. 
mann stated, “would conflict with a gen- license had been cancelled by the com- 


Permanent Licenses for 
Agents Rejected in Ind. 


The installation of a permanent 
agents’ license system in Indiana has 
been found impossible, according to a 
letter from Commissioner Viehmann, 
the Indiana insurance survey commis- 
sion, which had recommended such a 
system. 

A permanent license system, Mr. Vieh- 


eral law which requires that the insur- 
ance department and other departments 
obtain information as to the payment 
of poll tax and personal taxes before a 
license can be issued.” He said that it 
has been found that in other states 
where permanent licenses have been is- 
sued, original licenses were not re- 
turned to the department and, in some 
cases, old license cards were being used 
in soliciting insurance when the original 





“Is this Earl Walker of Carthage, Mo.?” 






Plus sales for you, 
Mr. Walker, if 


you can answer 
this question! 







0. 


What's a 
PLANOLIFE? 


A @ ‘Planolife is General American Life’s terrific 
new juvenile contract. It offers your child $1,000 of insur- 
ance per unit to age 21, jumps to $5,000 from then on, and 
provides a lifetime income or $5,000 cash at age 65. It’s just 


1.°? 


packed with sales appeal. 


Mr. Walker should know whereof he speaks. 


A new man 


with the company, he has been one of the sales leaders on 
the Planolife contract since its introduction last year. 
Many other field associates have found it a real money- 


maker, too. 
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Stock Exchange Cites 
Life Companies’ Equities 

Life company holdings of stocks have 
increased 46.5% since June, 1946, and 
at the end of 1948 totalled $1,463,000,- 
000, of which $365 million were common, 
the New York Stock Exchange bulle- 
tin reports. “They have utilized a pe- 
riod of relative investor inertia and 
fairly stable stock prices to acquire close 
to half a billion in stocks’, the article 
says. Pointing out that the large eastern 
companies hold few if any common 
stocks, a practice curtailed by some 
state laws, the article concludes that 
“mid-continent companies must, in some 
cases, have appreciable holdings of 
equities.” 


Two Counsel Groups Set 
Annual Meeting Dates 


The annual convention of Federation 
of Insurance Counsel has been set for 
Aug. 8-10 at Moraine-on-the-Lake hotel, 
Highland Park, II. 

International Assn. of Insurance 
Counsel will hold its annual meeting 
June 29-July 1 at the Mount Wash- 
ington hotel, Bretton Woods, N. H. 


Officials at Houston Rally 
of Equitable Society 


In attendance at a meeting at Hous- 
ton of the San Antonio agency of Equi- 
table Society, of which W. R. Lyman is 
manager, were . A. Yoars, second 
vice-president; Harold Rossman, agency 
director for the south central division, 
and Commissioner Butler of Texas. 


Wainwright Is President 


Gen, Jonathan M. Wainwright, (USA 
retired) has been elected president of 
Armed Forces Mutual Life and Acme 
Mutual of San Antonio. The latter com- 
pany is a fire’ and casualty insurer. 











Propose Minn. Annuity Tax 


A bill has been introduced in Minne- 
sota to apply the 2% premium tax to 
annuity considerations. Officials of 
Minnesota life companies are not espe- 
cially opposed to such a tax except that 
it might have retaliatory effects in other 
states. 


Scott Speaks at Hartford 


Monetary problems as a threat to the 
financial security life insurance is sup- 
posed to provide were discussed by 
Martin I. Scott, president of American 
Society of C.L.U. at a meeting of the 
Hartford Chapter. 








Guarantee Appoints Knecht 


Guarantee Mutual of Omaha has ap- 
pointed Leon E, Knecht general agent 
for the Cleveland territory. For the 
past eight years he has represented 
New York Life in Philadelphia and 





Cleveland. 


Celler Seeks to Block 


Private Placement Deal 


WASHINGTON—Rep. Celler i is car- 
rying his fight against life insurance 
company investment policies to the Dis- 
trict of Columbia public utilities com- 
mission. Wednesday, he appeared be- 
fore that body in opposition to a pro- 
posal that three life companies purchase 
$37 million of debentures of Potomac 
Electric Power Co., without competitive 
bidding. 

Under this proposal, Metropolitan Life 
wants $13 million debentures, Equitable 
Society and Prudential each $12 million. 
Metropolitan would take in September 
any balance of the issue remaining un- 
issued after from $30 to $32 million of 
the issue is sold this spring. 

Commission approval is necessary to 
permit private sale. Banker and security 
dealer groups protested. Insurance com- 
pany representatives supported the pro- 
posal. Celler favors sale on competitive 
bidding and makes an issue of the 
economic power of life companies 
through investments in utilities and in- 
dustrial corporations. 

Celler gave figures purporting to show 
the extent of life company investments 
and their increase, also increase in their 
assets. If these growths continue, he 
predicted, the companies “will have to 
look to the moon and get a mortgage 
on it.” 

Increasing concentation of economic 
power in insurance companies, he Said, 
“calls for ‘stop, look and listen.’ 


Granting the pending application 
would throw Pepco into the hands of 
three insurance companies, “against 


public policy,” Celler said, and no pub- 
lic letting is contrary to public policy, 
as is no SEC intervention. 

He asked denial of the application in 
toto, but if it is granted, Celler said, 
it should be subject to SEC and to com- 
petitive bidding. 

Ry . was made clear Celler’s was simply 

“statement,” not evidence. 

* Saateeee representatives did not par- 
ticipate vocally in the hearing. 


N. E. Mutual Seminar 


The 27th seminar in New England 
Mutual Life’s post-war educational pro- 
gram will open March 28 at the home 
office. Eighteen new agents, represent- 
ing 17 general agencies are enrolled in a 
New England Mutual seminar. 


Gary Connor, “Pacific Northwest 
Underwriter,” discussed legislative af- 
fairs before the Seattle life managers. 











Phones from Car 








R. Alan Philp is shown making his 
first call to the home office of his com- 
pany, National Life of Vermont. He 
is manager of the Syracuse office of the 
ar general agency. With him 
is R. W. Parkinson, service engineer of 
ry ‘New York Telephone Co. Mr. 
Philp had the phone installed because 
he is on the road three or four days 
a week and bécause he lives in a town, 
Phoenix, that has an independent tele- 
phone company and it often takes an 
hour to an hour and a half to get a 
line to the Syracuse office. Also it 
means his office can call him when there 
is anything urgent rather than his hav- 
ing to call periodically just to seé 
whether there are any important mes 
sages, 
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NEW YORK—The second educa- 
tional meeting of the year sponsored by 
the Life Underwriters’ Association of 
New York featured a question and an- 
swer session with the following New 
York City life members of the Million 
Dollar Round Table sitting as the panel: 
David B. Fluegelman, Northwestern 
Mutual; Mathew J. Lauer, Continental 
American; David Marks, New England 
Mutual, who acted as moderator; and 
Charles F. Steinhofer, Home Life of 
New York. John H. Evans, Home Life 
of New York, introduced the speakers 
and participated in the program. 
Among the suggestions to the 125 in 
attendance were: Sell business insur- 
ance. Ninety percent of the members 
of co-partnerships don’t understand that 
when one of them dies the business firm 
is through. The market is good as only 
5% of the co-partnerships have buy and 
sell agreements. 

A good check on increased sales 
efficiency is the increase or decrease 
in the percentage of closes per number 
of interviews. 


Psychological Assistance 


There is a psychological factor favor- 
ing the salesmen who solicit business 
insurance. It has a brand new approach. 
In the personal approach you are sell- 
ing the client your business, and in busi- 
ness insurance you are selling the client 
his business. Business men psychologi- 
cally find it easier to sign checks as an 
official of a firm in contrast to payments 
made for personal life insurance, which 
generally come out of his own pocket. 

The way to get referred leads is to 
ask each client for them, only taking 
them if the prospect promises to call 
them in advance and tell them that 
you will be calling. If you are referred 
to the lawyer or accountant explain the 
facts to them and try to go back to 
the prospect with the tacit endorsement 


of the accountant or lawyer. Ask the 
accountant or lawyer for additional 
prospects. 

Do A Good Job 


Do a good job and convince the pros- 
pect that you have performed a service 
for him. If you’ve done that you've 
earned more than a commission on the 
policy, and you may. get the referrals. 
If you want a higher income level in 
your referred leads stipulate for the 
prospect the minimum income of the 
clientele you will accept. 

Don’t waste your time trying to sell 
an estate planning program to low in- 
come groups. 

If you receive a call at the office from 
a client in which he asks for a specific 
amount and type of insurance tell’ him 
that you won’t sell it on that basis. Tell 
him you want to check on his present 
policies, if any, and his family and finan- 
cial status so that you can present an 





ASSISTANT 
ACTUARY 


Unusual opportunity with 
medium-sized New York 
City life company for a 
man under age 35, with 
Associateship examinations 
passed. Write to Box T-79, 
care The National Under- 
writer, 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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Offer Sales Suggestions 


intelligent program to him. .Usually you 
can sell more insurance than they orig- 
inally asked for. 

Don’t leave a completely finished pro- 
gram analysis in the hands of the pros- 
pect or his lawyer. A rough work 
sheet may be left, but not the com- 
pleted programs. Too often completed 
programs are turned over to another 
producer to check on, and in that way 
he gets the benefit of your ideas and 
frequently is able to make the sale where 
you couldn’t. 

Some prospects explain that they don’t 
need coverage because someone in the 
family expects an inheritance. Tell them 
that almost no inheritance carries a 
guarantee that it will be there ten years 
from now. Life insurance is constant. 
Other investments are not. Finally ap- 
peal to his ego and sell him the idea of 
being self-supporting. 

Producers under 30 should be careful 
about soliciting men over 40 years of 
age. Older men usually like to place 
their confidence in older producers. But 
if you know your. stuff you may be 
able to convince the older men. Some- 
times it might be advisable to have an 
older man along with you. 


Don’t Sell the Physical 


Don’t mention the physical examina- 
tion until the prospect knows what you 
have and wants it. Don’t sell the medi- 
cal. Bring it up later. 

Don’t avoid the “uninsurable” cases. 
Frequently coverage can be arranged 
and these prospects make a valuable 
source of referred leads, not all of 
whom are necessarily in the uninsurable 
category. 

For young men and old the emphasis 
should be on selling more lives, not 
volume to an individual. Sell the small 
cases and let them develop into larger 
ones. If the young man sells clients 
in his own age group he should check 
with them every two years to realign the 
coverage with any changes in his finan- 
cial or family status. 

Sell your plan as though the client 
were to die tomorrow. Don’t concen- 
trate on retirement income. If the man 
has a family problem solve that problem 
first. Never compromise a man’s family 
in a program to provide retirement in- 
come, 

If you’re trying to sell a man a larger 
policy ask him if ‘he had a home worth 
$10,000 would be buy $5,000 worth of 
fire insurance to save the premiums, The 
analogy is clear. 





Many Leaders at Meeting 


Addresses by prominent company offi- 
cials and leading producers of other 
companies featured the annual sales 
congress of American Hospital & Life 
at San Antonio for its salesmen and 
managers. President S. E. McCreless 
spoke briefly of the early period of the 
company, stressing the importance of 
service, 

B. T. Matteson, general agent of State 
Mutual Life, breakfast speaker the first 
day, said no two salesmen can work in 
exactly the same way. He stressed the 
need tor persistence in the effort to sell, 
but asked that salesmen be wise enough 
to know when to quit. He suggested 
that those who desire success analyze 
the methods of those who nave suc- 
ceeded and their own methods. 

Raymond Strong, actuary, outlined 
the changes which the company has 
made in its group coverages, Ernest 
Severin, chief underwriter, spoke of the 
help that agents can_ give the under- 
writing department. W. C. Murphy, sec- 
retary and treasurer, announced the in- 
troduction of an annuity plan and the 
way in which it should be presented to 
prospects. Yates Field, agency secre- 
tary, discussed the method of assigning 
production quotas. 

Joe Conner, eastern division superin- 
tendent, opened the discussion of the 
agent’s objectives, which was continued 


by Stanley Cole, acting agency director; 
WwW. W. ‘Jackson, administrative vice- 
president, and George Martin, agency 
superintendent for the western division. 
_President A. J. McAndless of Lincoln 
National Life and Herb Winters, assist- 
ant vice-president, were guests at a 
luncheon. Mr. McAndless spoke briefly 
of the importance of the man in the 
field in the economic life of this country. 

Huffman Baines, Jr., Austin, Tex., 
million dollar producer of Southland 
Life, spoke on “The Source of My In- 
spiration” and described his methods of 
prospecting. B. A. Laudermilk dis- 
cussed “From No to Yes,” and W. A. 
Borden spoke on “Work Is the Payoff.” 

A panel of Ted Teel, R. C. Womack, 
Maurice Denman, John B. Webb, Viola 
Sterling and Chat Wilkinson, designated 
as the “Quiz Kids,” answered questions 
concerning methods of interesting the 
employer and motivating him. 


Coutret Breakfast Speaker 


Henry Coutret, president of San An- 
tonio Assn. of Life Underwriters, was 
the breakfast speaker the closing day, 
on “Succeeding in the Life Insurance 
Business.” Other speakers that day in- 
cluded Charles Parnell, “Why I Sell 
Life Insurance;” George A. Martin, 
“What Is There to Fear?” and R. E. 
Casperson, “Value of Planning to a 
New Man.” 


Weldon G. Carver, Southwestern Life 
million dollar producer, was the lunch- 
eon speaker and Arthur Coburn, vice- 
president of Southwestern Life, spoke 
at the dinner. He emphasized the need 
for serving the buyer of life insurance 
by guiding him in the adjustment of his 
life insurance to meet the needs arising 
from the change in dollar values. 


American United Meeting 


Mid-western managers of the Amer- 
ican United Life, will meet at French 
Lick in conjunction with the mid-west 
management conference. The program 
will include all sessions of the manage- 
ment conference plus a preliminary com- 
pany meeting on April 28. 


Utah Official in New Post 


R.. W. Garff, former Utah deputy 
commissioner, has been appointed Utah 
manager of Idaho Mutual Benefit Assn. 
Mr. Garff, before becoming deputy com- 
missioner five years ago, was in _in- 
surance work for about 25 years. For 
some years he was an agent at Salt 
Lake City for Sun Life of Canada. 











The Cleveland agency of Mutual Life 
shows 15% increase in production over 
last year for the first two months of 
1949, 











Home Office Building . . . 
Other Real Estate. . .. . 


Miscellaneous Assets 


policies, dividends, etc., 
the Company 


Investments PS Ne Me 
Unassigned Surplus . . 


HARRISON L. AMBER, President 





97th ANNUAL STATEMENT 


as of December 31, 1948 


ASSETS 

Gee. sec ec ee et ee ee ee Se RRR Tae 
Bonds: 

U. S. Government $25 ,934,906.59 23.5 

Canadian Government . 2,273,656.99 2.1 

Other Government and 

Municipal 663,385.09 6 

Public Utility . 13,163,368.18 11.9 

Railroad 6,407 ,368.41 5.8 

Industrial . . 3,256,178.55 2.9 
Total Bonds . ate, oe idee 51,698,863.81 46.8 
Preferred Stocks ......... 1,063,785.00 1.0 
Mortgage Loans: 

F. H. A. Insured. . . 18,752,031.33 17.0 

Veterans Guaranteed 8,857,080.15 8.0 

Conventional . 16,433,986.98 14.9 
Total Mortgage Loans . . . ; 44,043,098.46 39.9 
Property Sold Under Land Contract. . 2,376,053.57 2.2 
Loans on Policies . HAS na 5,740,918.79 5.2 


Premiums in Course of Collection. . . 
Interest and Rents Due and Accrued. 


Total Admitted Assets oe is 
LIABILITIES 

Policyholders’ Reserves present value of outstand- 

ing policies and annuity contracts, including 

disability and double indemnity benefits. . 


Policyholders’ Funds present value of proceeds of 
left on ipicie with 


Claims awaiting proof and sett yet due ara" 
Miscellaneous Liabilities including Taxes, Ex- 
penses, Interest paid in advance, etc. . . 
Dividends apportioned for one year, deferred divi- 
dends payable after one year, and 
$41,809.64 dividends accrued. . .. . 
Surplus Funds Contingency Fund for Fluctuation of 


Total Liabilities and Surplus Funds 


"Ge ! f y Td 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 





578,000.00 5 
124,550.07 | 





2,151,863.69 2.0 
504,508.45 5 
28,985.82 
$110,350,044.40 100% 


$ 87,715,128.00 


17,563,675.59 
524,815.41 


379,016.42 


786,809.64 


350,000.00 
3,030,599.34 


$110,350,044.40 


. ° . . . . 
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Five Periods of History 
of A.L.C. Are Traced 


By C. M. CARTWRIGHT 


The history of American Life Con- 
vention up-to-date might be divided 
into five units, These correspond with 
the reign of five general secretaries as 
they are often called. They were the 
operating heads of the executive force. 

During each term there were inaugu- 
rations of new ideas, services, extension 
of the work and an increase in the mo- 
mentum of the institution. 

American Life Convention was organ- 
ized following the Armstrong investiga- 
tion. The results of that probe opened 
the gates for new companies. Up to 
that time life insurance companies had 
become very deeply rooted. There had 
been but few new companies organized 
in later years. The situation attracted 
the attention of professional promoters 
who started organizing life insurance 
companies throughout the central west 
and south particularly. They had no 
idea of remaining in the work after the 
capital had been subscribed. Then the 
directors of the companies were com- 
pelled to decide what trends they would 
follow. Many presidents that came into 
office at this time never thought of en- 
tering the life insurance business. They 
had been engaged in other work. But 
most of the stock had been sold because 
of their names and reputation. 


Competition Became Bitter 


After many new companies were es- 
tablished, competition became bitter and 
resentful. Companies did not hesitate 
to encroach on the private preserves of 
others, and steal their agents and busi- 
ness. An attempt was made on every 
hand to darken the reputation of com- 
petitors. Some of the insurance papers 
of that day were fattened by writing up 


some companies and writing down others 
and selling copies by the thousands. 

Isaac Miller Hamilton, then president 
of Federal Life of Chicago, and J ; 
Reynolds, president of Kansas City Life, 
were primarily responsible for calling 
the meeting that organized American 
Life Convention.. Mr. Hamilton is a 
striking example of what occurred in 
those days. He was a prominent lawyer 
in his section of Illinois, served in the 
state senate, and was induced to allow 
his name to be used in connection with 
the promotion of Federad Life. When 
the promoter found the capital had been 
subscribed he departed. The stockhold- 
ers asked if Mr. Hamilton felt his re- 
sponsibility in having allowed his name 
to be used and recommending that peo- 
ple buy stock. He left his practice and 
went to Chicago and began to get Fed- 
eral Life in shape for actual work. 


Response Was Favorable 


The call for the meeting of several 
presidents was responded to with favor 
and it was agreed that some organiza- 
tion should be put in the field that would 
bring about, if possible, good feeling 
and the right kind of competition. 

One of the prominent men 
meeting which took place at 
Northern hotel, Chicago, was T. W 
Blackburn of Omaha who was elected 
secretary, treasurer and counsel. He 
served from December, 1905, to Octo- 
ber, 1926. He resigned and was ap- 
pointed associate counsel, serving in 
that capacity until his death in 1926. 

Mr. Blackburn had real work to do. 
He employed Mrs. Lee F. Beymer as 
his secretary. Then Ralph Kastner, 
now associate general counsel, who had 
just graduated from law school and was 
seeking a job, ran across Mr. Blackburn 


in the 
Great 





Growing, GROWING, GROWING ... For forty friendly 
years ... The B.M.A. Protection Plan...Has been allaying 
fears .. . Now its fame is nation-wide ...And its friends are 

everywhere ... And when you need pro- 
tection...B.M.A. is “ALL- WAYS” there. 
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and was employed. Therefore, at the 
beginning of the organization there was 
a strong legal strain in its blood, Mr. 
Blackburn and Mr. Kastner both being 
attorneys. Mr. Kastner then started the 
legal service and edited the Law Bulle- 
letin. 


Blackburn’s Great Value 


Mr. Blackburn’s great value, as is 
seen today, was his endeavor to get ac- 
quainted with officials of member com- 
panies. He paid visits to the head of- 
fices, got acquainted with the presidents 
and key men and thus strengthened the 
personal relationship in many ways. He 
let it be known that American Life Con- 
vention was a service-giving institution. 
It desired to help its members in many 
ways. Thus Mr. Blackburn installed 
what might be called the grass roots 
policy of the organization. New com- 
panies did not have sufficient funds to 
secure high grade lawyers, actuaries, 
agency men, financial officials, etc. Mr. 
Blackburn, therefore, let it be known 
that American Life Convention intended 
to fortify itself with men of this kind 
who would be competent to give service. 

It is most fortunate that Mr. Black- 
burn, in those early days, did so much 
personal service. He was regarded as 
the father of the flock and officials 
sought his counsel on all sides. Thus 
the foundation of the organization was 
made with a definite personal service 
cornerstone. 


Claris Adams Selected 


When Mr. Blackburn resigned he was 
questioned just what should be done in 
securing a new secretary. H. W. Wool- 
len, who was president of American 
Central and who later became president 
of American Life Convention, recom- 
mended Claris Adams, a prominent 
young attorney at Indianapolis, who be. 
came secretary, treasurer, general coun- 
sel and manager of A.L.C. in 1926. At 
that time it was apparent that the ex- 
ecutive office should be moved more to- 
ward the central section. Mr. Adams 
recommended this move. He felt that 
this was the time for enlarging the scope 
and making the organization more 
prominent. Wendell P. ‘Coler was 
chosen actuary. He had been actuary 
of a fraternal. Thus actuarial advice 
was given from that time on. 

Mr, Adams was a finished orator. His 
main work, therefore, was getting the 
association ready for greater expansion 
and enlargement of its functions. He 
kept up the plan of visiting head of- 
fices. He addressed agency meetings of 
member companies and enlisted the in- 
terest of executives of great capacity to 
work for A.L 

George Graham, who was then actu- 
ary of Missouri State Life, resided at 
St. Louis and was the greatest help in 
making arrangements for the new office 
in that city. He gave much time to this. 
He realized that the organization was 
extending its wings and, therefore, Mr. 
— should have united support and 
elp 

Mr. Adams resigned September, 1929, 
to become vice president of American 
Life of Detroit, of which Clarence Ayres, 
former A.L.C. president, was the head. 

Inasmuch as Mr. Woollen had been 
so successful in getting a man of Mr. 
Adams type, he was again asked if 
there were any other Indianapolis at- 
torneys he could recommend. He came 
to the front and suggested Byron K. 
Elliott who had held a judicial post. 
He was elected manager, treasurer and 
general counsel in October, 1929. Judge 
Elliott gave to the convention, ability, 
sound judgment and high reputation. 
Naturally, he took great pride in the 
Legal Section. American Life Conven- 
tion by this time had the Legal, Medi- 
cal, Financial and the Agency Sections. 
These sidelines, as they might be called, 
have proved most helpful and have 
been the means of strengthening the 
organization. The Industrial Section 
was organized and its members were 
coming from companies writing only 
industrial insurance. Recently the name 
of that section was changed to the 


Combination Section and the membll 
ship is now comprised of not only pu 
ly industrial companies, but also thoge 
who write industrial and ordinary. 

Another strengthening of A.L.C. an 
the emphasis of its grass roots Poli 
was the decision to have state vice. 
presidents. It took the entire organiza 
tion into the state boundary lines. Each 
year there has been a desire to strength 
en this tie. Judge Elliott was regarded 
as a man of excellent judgment and 
members sought his advice on many 
occasions, especially along legal 
financial lines. He resigned to become 
vice-president and general counsel foy 
John Hancock Mutual. 


Col. Robbins Is Chosen 


Col. Charles Burton Robbins wa 
president of Cedar Rapids Life. He wa 
a prominent political and military figure 
and had a wide acquaintance among men 
in public office. He was elected man 
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1934 and in October, 1934 the es 0 
secretary was added to his title. 
retained this title until F. T. Hustes 
become actuary and the title of secre. 
tary was then given him. 

Col. Robbins was rich in sentiment 
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and one who was beloved and admired. ; in assets 


He did much to put the organization in 
touch with men of prominence in vari- 
ous lines. He had an extended acquaint- 
ance and he used it to good gai 
He was often at Washington, inasmuch 
as ‘he knew many of the federal officials, 
He had a great hold on company offi; 
cials not only those that belong t 
A.L.C., but others throughout the 
country and especially in the east. Hel 
had strong personal capacity. He wa 
regarded as fair, and friendly. Thu 
he created a stream of real friendliness 
and cooperation. Col. Robbins was 
stricken with a severe illness which later 
became fatal. He was absent from the 
office for a long time but his death 
caused great grief. 


Kastner Carried On 


Ralph H. Kastner, associate counsel 
carried on the work during Col. Robbins 
illness and until his successor was ap- 
pointed. 

Mr. Kastner is entitled to great credit 
for the manner in which he managed 
the executive office during this period. 
He was useful in laying before the 
eastern companies tthe importance in 
joining the American Life Convention. 
He made it much easier for them to 
gain a place in the association. 

It was due to Col. Robbin’s charming 
personality and popularity that caused 
the drift of eastern companies to mem- 
bership in American Life Convention. 
There had been an unwritten law pro- 
hibiting large, eastern companies from 
entering the American Life Convention 
fold. They belonged to the Life Presi- 
dents Assn. A few of the American 
Life Convention companies also were 
identified with the organization. The 
question of the two _ bodies merging 
was discussed from time to time but 
most of the A.L.C. members objected. 
They claimed that it had a distinctive 
place to fill, They argued that it was 
composed of medium size and smaller 
companies and they should be protected. 
Furthermore, it was stated that A.L 
was a working organization. Its execu- 
tive office was a beehive of industry. It 
sought to help its members in every 
possible way. They relied on it for ad- 
vice and assistance. The A.L.C. and 
the Presidents body, they contended, 
were different in texture, and type 
organization. The Presidents Associa: 
tion was largely a legislative body. 
Therefore, the A.L.C. people were will 
ing to be “engaged” to the Presidents 
Association, but they declined to bé 
married to it. 

When it was apparent that thergy 
could be no merger, some of the easter 
officials felt that perhaps they might 
as well join A.L.C. During Col. Rob 
bins’ reign the executive committet 
adopted a resolution declaring thert 
should be no discrimination against 
applicants for membership due to agé 

(CONTINUED ON PAGE 10) 
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2.96% Interest 
Rate in 1948 
Halted Down Trend 


The 20 year downward trend in in- 
terest rates on invested life insurance 
funds was halted in 1948, according to 
Institute of Life Insurance, which has 
determined that the last year rate was 
9.96% compared with a low of 2.88% 
in 1947. The 1930-39 average was 4.10%. 

There was an increase in all items 
except U. S. government securities and 
farm mortgages which fell 15.7% and 
99.6% respectively. ' 

As of Jan. 31, 1948, total investments 
of the life companies stood at $52,003,- 
000,000 of which $46,955,000,000 was in 
mortgages and securities and the re- 
mainder in farm and other real estate, 
policy loans and cash. 





Life Company Statements 
Show Great Gains in ‘48 
BANKERS NATIONAL 

Bankers National Life had $26,219,675 


admired: in assets at Dec. 31, as against $23,201,- 
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442. Policyholders surplus is $1,829,002 
as against $1,644,254. Major asset items 
are $17,033,422 in bonds, including $1,- 
740,292 of U. S. governments; mort- 
gages, $4,327,646, and income-producing 
real estate, $1,348,112. Benefit pay- 
ments were $1,683,248. Insurance in 
force is $150,589,649 as against $139,- 
011,114. 


HOME LIFE, NEW YORK 


New life insurance purchased from 
Home Life of New York during 1948 
totaled $85,828,817. This was 17% less 
than in 1947. Insurance in force totaled 
$780,024,409. Assets stood at $207,753,- 
000 an increase of 7% during the year. 
Rate of interest earned on all assets for 
1948 was 3.07% as compared with 
3.04% in 1947, and 3.52% in 1943. Sur- 
plus amounted to $8,857,758 with a 
contingency reserve amounting to $1,- 
250,000. Dividends for 1949 will con- 
tinue on the same basis except for minor 
changes with the funds allocated for 
dividends amounting to $2,250,000 which 
is 7% greater than for 1947. 


OCCIDENTAL, CAL. 


Occidental of California assets pass- 
ed the two hundred million mark at 
the end of 1948, climbing to $211,- 
424,302. New ordinary sales hit a re- 
cofd peak of $315,328,617, an increase 
of 26% over previous high in 1947. 
Business in forte stood at $1,922,202,- 
606, a 21% gain over 1947. Of the 
amount in force, $732,623,639 was group. 
Ordinary accident and sickness  in- 
cfeased 21% over 1947, reaching $3,344,- 
%62 in annual premiums. Group accident 
and sickness premiums were up 55% and 
totaled $9,223,247 in premiums. Capital 
and surplus stood at $16,161,236, 


PACIFIC NATIONAL 
Pacific National’s new business was 


$12,896,146 while assets at Dec. 31 were 
$8,968,494, up $1,216,894. It has $62,- 





C.] 931,907 insurance in force, up $6,330,862. 


Benefit payments in 1948 were $350,099. 
urplus to policyholders is $1,110,846. 
ajor asset items are mortgages, $3,- 
498,601; U. S. government bonds $1,909,- 


d| 40; other bonds $2,036,599. 
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Unusual Opportunity 
for Field Supervisor 


Midwestern Mutual pany. li d i 

i ickness and hospitalization, has opening in 
home office agency department. 
30 and 40 and free to travel extensively. Substantial salary and 
excellent opportunity for advancement. 


In replying. send full particulars of your experience, personal 
hechennene and recent picture if available, = 


Box T-85, The National Underwriter, 175 West Jackson Blvd., Chicago 4, Ill. 


Buyers of Oil Stock 


Constitute Group 


Standard Life & Accident of Okla- 
homa City has developed a new angle 
in the group life field and, according 
to a prospectus filed with Securities 
& Exchange Commission, will provide 
group life to buyers of the stock of 
American Oil Explorers, Inc. The 
arrangement is being handled by Tellier 
& Co., New York stock brokers, who 
are selling 5 million shares of stock in 
the oil company at $1 a share. The 
amount of insurance will depend on the 
amount of stock purchased with sub- 
scriptions to range from $250 to $2,000. 
Buyers of the stock get the group life 
policy free. The company, which is not 
licensed in New York, will apparently 
issue the policies in Oklahoma when 
the transaction is completed. 





Commies Oppose Insurance 
Men for N. Y. Jury Duty 


Attorneys for the 11 Communist party 
leaders on trial in New York federal 
court were overruled in a motion to 
bar all employes of banking and in- 
surance companies from serving as 
jurors at the trials. They contended 
that insurance company employes are 
biased. They were forced to use two 
of their peremptory challenges to re- 
move Francis W. Ward, an assistant 
district manager for Prudential and 
John L. Stewart, a claims men for Met- 
ropolitan Life. Among other charges 
the attorney said that the insurance 
company men are salaried servants and 
Metropolitan Life has refused to admit 
Negroes to its Stuyvesant Town hous- 
ing project. Another charge of the de- 
fense attorneys was that Mr. Ward 
was not qualified because he is a mem- 
ber of a religious society. The judge 
overruled them on all counts. 





Farm Bureau Parley Set 


The Farm Bureau companies will 
hold their annual convention at Colum- 
bus April 6-7. The first day there will 
be a sales congress. Business sessions 
will be held the second day. 


New Liberty Life Directors 


J. K. Davis, vice-president and actu- 
ary of Liberty Life of Greenville, S. C., 
and John I. Smith, maanger of Renfrew 
Bleachery at Travelers Rest, S. C., have 
been elected directors of Liberty Life. 





N. Y. Assessment Passes 


The New York legislature has passed 
the bill calling for an assessment of 
$250,000 against domestic life companies 
to finance the cost of an increased staff 
for the committee on valuation of securi- 
ties of National Assn. of Insurance 
Commissioners. 


N. C. Bill to Prohibit Deception 


A bill to prohibit unfair and decep- 
tive acts such as false advertising, mak- 
ing of false financial statements, and of 
rebating except mutual company divi- 
dends and the like, has been introduced 
in North Carolina. 





Universal Life of Memphis and U. S. 
Letter Carriers Mutual Benefit Assn. 
have. been licensed in California. 
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A CENTURY OF FARM PROGRESS 


Number of people supplied with agricultural products 
by one farm worker's output 
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Again in 1948... 


more 


More new Ordinary sales, 
totalling $315,328,617... 
up 26.69” over 1947. 


More life insurance in force, 

now totalling $1,922,202,606, 
including Group...up $344,703,730, 
or 21.8% over 1947. 
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Five Periods in 
History of A.L.C. 


(CONTINUED FROM PAGE 8) 


location or size. The eastern companies 
had made more or less criticism of the 
A.L.C. brethren because of their pre- 
liminary term basis. 

Col. Robbins saw the opportunity to 
get the eastern people in his organiza- 
tion. He felt the time had come for ‘a 
move. He was favored in his desire by 
Mr. Kastner, who had pleasant associa- 
tions with the eastern officials. Travel- 
ers and Aetna Life had been members 
of A.L.C. for some time. After Col. 
Robbins’ death, there was started a 
movement on the part of eastern com- 
panies to join A.L.C. In due season, 
Metropolitan, Prudential, New York 
Life, Equitable and Mutual Life sought 
admission... Some of these did not come 
in until Col. Robbins’ successor, R. L. 
Hogg, was appointed. He was assistant 
general counsel of the Presidents Asso- 
ciation, They felt, therefore, more 
friendly because of his association with 
Aas Ac 

Robert L. Hogg was appointed man- 
ager and general counsel in September, 
1944. In October, 1945 he was ap- 
pointed manager, general counsel and 
treasurer. Then he became executive 
vice-president, general counsel and 
treasurer in October, 1946. He had 
been assistant general counsel of the 
Presidents Association, served as a 
member of Congress from West Vir- 
ginia and was regarded on all sides as a 
man of superior ability and fine charac- 
ter. His work with the convention has 
carried it along to new heights. He has 
taken a prominent position in legislative 


work, 

Heretofore, these. officials of A.L.C. 
were regarded as “executive secretar- 
ies.” A new move was made when Miss 


Mildred Hammond was chosen secre- 


tary and now looks after the secretarial 
details in a most commendable Way. 
Each one of these five “secretaries” 
added distinction to the organization 
and each has contributed special service 
in line of ability and capacity. These 
contributions have been of various 
kinds; each differing from the other. 
American Life Convention has been 
the recipient of unusual services. The 
secretaries made it more varied, more 
enterprising and more powerful. 


Fulton Calls for Watch Dogs 


James A. Fulton, president of Home 
Life of New York, suggested to New 
York Society of Real Estate Appraisers 
that an impartial fact-finding organiza- 
tion broadly representative of American 
business should be created to carry on 
continuous studies of the functioning of 
the state and national governments. He 
expressed belief that management in 
government would be just as responsive 
as in private enterprise to exposure of 
waste and inefficiency provided such ex- 
posure were factual and not political. 


L. H. Mellert Honored 


A luncheon was given this week at 
the Down Town Club, Newark, by 
John A. Ramsay, general agent for Con- 
necticut Mutual Life, to the entire 
agency force at Newark in honor of 
Lewis H. Mellert, who will celebrate 
his 25th anniversary with the company. 

Vincent B. Coffin, vice-president, and 
Fred O. Lyter, superintendent of agen- 
cies, were home office guests. 

Mr. Mellert has served under three 
general agents in Newark, is a life mem- 
ber of the company’s “Dependables” and 
has qualified | for a number of years for 
the company's “President Club.” 








Homesteaders Life of Des Moines 
has joined the American Life Conven- 
tion, bringing the organization's mem- 
bership to 223 companies. 
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Management | 


With its adaption of the tamous 
field-tested plan developed by 
the Life Insurance Agency 


Management Association, the 
Life & Casualty Company not 
only provides security for your 
prospects, but also security 
for you. You have a complete 
program ready for your clien- 
tele. Life insurance that can 
be programmed to protect a 







whole family. 
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LIFE INSURANCE OWNERSHIP 


PERCENTAGE OF U. S. FAMILIES 
OWNING SOME LIFE INSURANCE 


BY LOCATION 
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Howard Goldman, recently appointed 
The telephone remains the same. 





ert 
offices to 40 Wall street, New Yonk: 
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western Mutual, has qualified for the Baldwin represents a number of cot! 

Million Dollar Round Table. panies and was counsel for several 
years in the New York unclaimed f 

Ganson J. Balwin has moved his law case which went to the Supreme Co 
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TWO EXCELLENT GENERAL AGENCY _: 

POSITIONS AVAILABLE - 


In an aggressive agency minded southern life company. 


If you are under 45, having organizational and sales ability, 


you will be interested in what we have to offer in 


MEMPHIS, TENN. and NEW ORLEANS, 1A. 


If you feel. that you can qualify for one of the best career 
contracts in the country, write giving detail qualifications, 
experience, and age. All replies held in strict confidence. 
Address T-70, The National Underwriter, 175 bats Jectann 
Blvd., Chicago 4, Illinois. 
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Factories Coming Back 


The life companies this year are 
not nearly so interested as they were 
last year in putting up factories and 
other facilities for industrialists. There 
js still quite a demand for such ac- 
commodations, particularly on the part 
of manufacturers that want to get more 
eficient layout and perhaps a greater 
degree of instrumentation in their op- 
erations. Some manufacturers would 
like to move out of large cities. Some 
that have a number of locations around 
the country would like to go to a 
smaller place and put up a single eff- 
cient building that perhaps could do 
a better and cheaper job with 25% of 
the total area of the plants now operat- 
ing. 

There is a report that during the 
past few weeks, three factories have 
come back on the life insurance com- 
panies. Everyone is watching now to 
see which way the economic cat will 
jump and there are few life insurance 
investment men who have the courage 
just now to finance additional plant ex- 
pansion, even though for an individual 
enterprise a new compact plant that 
would eliminate the human element just 
as completely as possible in the manu- 
facturing process would be a sure-fire 
success. 


An Idea Worth Spreading 


Some years ago a group of good 
friends, all of them agents, were sitting 
around after a National Assn. of Life 
Underwriters meeting. They were con- 
genial not only personally but in the 
type of business problems they were 
interested in discussing. 

Before they went home they decided 
these discussions were so valuable and 

joyable that they should be held at 
tegular intervals. Since that time, except 
for the period when wartime travel re- 
strictions interfered, the group has met 
twice a year, first in July and November 
and more recently in May and Novem- 
ber. The only officer is Robert R. 
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Reid of the Jamison & Phelps agency 
of Northwestern Mutual Life in Chi- 
cago, who has been chairman since its 
inception. 

At first meetings were held in various 
cities but eventually the group made 
Chicago the regular meeting place be- 
cause of its central location. Travel ex- 
penses are pooled so that it costs a New 
York member no more than a Chicago 
member. 

The meetings are held as_ round 
tables, witn each member expected to 
make a specific contribution as well as 
participate in the general discussion. 
The members take the preparation of 
their contributions seriously and some 
very worthwhile material is brought out 
at these gatherings. The group is small 
enough, currently numbering 18, so that 
there is plenty of opportunity for every- 
one to join in the discussion. About 
half the members are C.L.U.’s. 


@n 

Pyramid Club Pays Off Agent 

Course if it’s sin he’s agin it, but the 
pyramid club craze which is currently 
consuming the citizenry is being used 
as a source of prospects by one enter- 
prising agent. He is embroiled in three 
pyramids and says he will be brought 
into personal contact with at least 15 
couples during the 12-day life of each 
pyramid. So far he hasn’t won any 
money, but he thinks he has lined up 
enough good prospects to more than 
repay the six dollars he and his wife 
have put out for membership. Then 
there is always the chance that one of 
the pyramids will live up to its theo- 
retical expectations and dump $4,096 in- 
to his lap—or rather his wife’s lap. 





May Cite Top-Dollar Contract 


A committee of the New York City 
Life Underwriters Assn. is collecting 
data on agents’ contracts of all the com- 
panies doing business in the state. This 
is part of the compensation question 
that was discussed extensively at a re- 
cent “town hall” meeting. It is under- 


stood that consideration is being given 
to holding another such meeting soon 
at which the contract or contracts com- 
ing closest to meeting the principles laid 
down by the National Assn. of Life 
Underwriters compensation committee 
would be cited as showing what com- 
panies have done while under the re- 
Sstrictions of section 213 of the New 
York insurance law. The other com- 
panies would then be asked why they 
cannot do as much for their agents. 

* 


Probes Needn't Be Damaging 


How little a federal investigation of 
a business needs to affect it if the facts 
are on the side of the investigatee may 
be inferred from the experience of the 
American Telephone & Telegraph sys- 
tem. The investigation took two years, 
cost about $1% million, and resulted 
in enough volumes of reports to fill a 
40-foot shelf. Despite the fact that 
Commissioner Walker of the federal 
communications commission was ag- 
gressively gunning for the phone com- 
panies the investigation turned up so 
little that was detrimental that the an- 





noyed commissioner ignored. the in- 
vestigators’ reports and drew up _ his 
own. 


The telephone company. is still doing 
business and if you asked most people 
if .they thought it had lost prestige 
through the investigation they would 
probably counter with, “What investi- 
gation?” 





Juvenile Income Provision 


Mutual Trust Life has introduced a 
new juvenile coverage providing for the 
payment of a monthly income of $15 for 
each $1,000 of original face amount of 
insurance, commencing as of the date of 
the death of the payor, and treminating 
with the monthly payment preceding the 
anniversary of the policy nearest the 21st 
birthday of insured or terminating upon 
insured’s death if earlier. 

The new juvenile income provision is 
to be granted only on the endowment at 
18 plan from ages 0 to 8 and on the en- 
dowment at 21 plan from ages 0 to 11. 
It may be requested in all states in 
which the company operates except New 
York and Massachusetts. 





TH 
uo 


ABOUT OS 











LIicO OPPORTUNITIES 














NCE 
iT 
ne 
ki 
a} 
gy 
Hi 
oe] 
Pa 
$Hh 
if 
dt 
a 

— 

-w York: 

me. . 

of cofit 

med. fund 


OSLICO UNDERWRITERS ARE 
NOW QUALIFYING FOR HOME 


OFFICE CONVENTION 











Everyone in Oslica knows everybody in the 





Company. The family atmosphere is a part 





of our business life; this is why our coming 





convention means so much. 


It is not just 





another business meeting. 


It is a reunion 








of folks who know each other and who are 











lity, 


men, — 


as proud of recognition by their friends as 


of their own commissions. 
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Mass. Mutual Gen'l Agents 
Elect Cook President 


- New officers of the Massachusetts 
Mutual general agents association 
elected during the annual conference of 
the organization at Palm Beach are: 
Lovell H. Cook, Springfield, Mass., 
president; Angus B, Rosborough, Jack- 
sonville, Fla., vice-president, and F. W. 
Howland, Detroit, secretary-treasurer. 
Mr. Cook, formerly vice-president, 


succeeds John W. Yates of Los An- ° 


geles. He was appointed co-general 





L. H. 


Cook A. B. 


Rosborough 


agent for the Massachusetts Mutual at 
Springfield in 1931. He is past presi- 


dent of Massachusetts Assn. of Life 
Underwriters, the Springfield general 
agents ‘and Springfield Assn. of Life 


Underwriters. 

Mr. Rosborough served previously as 
secretary-treasurer. He became general 
agent at Jacksonville in 1938. He is a 
past chairman of the Managers Assn. 
of Florida and of Jacksonville Assn. of 
Life Underwriters, 

Mr. Howland in 1938 became Mem- 
phis general agent. He became general 
agent at Detroit in 1948. He is a gradu- 
ate of the L, I. A. M. A. school. All 
three hold the C. L. U. designation. 

Harry I. Davis, Atlanta, received the 
Bertrand J. Perry achievement award 
for the agency with the best all-around 
record. 

There were 13 general agents honored 
for long service. Alexander T. Maclean, 
president, made the presentation of serv- 
ice emblems. 


Receiving the 45-year emblem was 
Elmer W. Snyder, Cleveland. The 35- 
year emblems were presented to Ar- 


thur H. Challiss, Seattle; John F. Davies, 
Baltimore; Harry Davis, Atlanta; 
and C. Warden Pippen, Charleston. The 
30-year emblems went to John F. 
Cremen, Washington, D. C.; Clarence 
W. Reuling, Peoria; and James M. Sul- 
livan, Wichita. 

The 25-year emblems were presented 
to Charles L. Bitzer, Harrisburg; Harry 
M. Comins, Flint; Ralph D. Lowen- 
stein, St. Louis; John W. Yates, Los 
Angeles; J. Hawley Wilson, Oklahoma 
City. 


Canadian ‘48 Writings Up 
3.5%, in Force 10.1% 


The Canadian department reports that 
new life insurance written in Canada. in 
1948 was $1,504,131,767, an increase of 
3.5% over the 1947 figure. Ordinary in- 
surance totalled $1,206,863,136, industrial 
$151,999,742 and group $145,268,889. 

Business in force in Canada at the 
end of the year was $13,105,352,880, an 
increase of 10.1%. This includes ordi- 
nary $9,847,725,818, industrial $1,443,- 
890,652 and group $1,813,736,410. Ca- 
nadian companies carried $8,830,952,866 
and British and American companies 
$4.274,400,014. 

Business in force of Canadian frater- 
nals was $125,126,252 and of outside fra- 
ternals $116,357,042, a total of $241,- 
483,294. 


Confirm Harris in Minn. 

ST. PAUL — The state senate has 
confirmed the appointment of Armand 
Harris as insurance commissioner. He 
was appointed between sessions to fill 
out the term of Newell Johnson, which 
expires Feb. 1, 1953. 
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Mastery of One's Self 


After all the evidence of greatest 
strength and power in a person is to 
note how he is able to overcome the 
weaker elements in his character. It is 
a very easy matter to succumb and not 


resist the pressure. When we are able 
to dominate our own personality and 
rebuff those influences that undermine 
us, we are then master of our fate and 
captain of our soul. . 


Effect of Successful People 


Many men seem to be envious of the 
success of others and find satisfaction 
in noting failures and laying unction 
to their souls that the more people that 
do not reach the top about them, the 
better opportunity that they themselves 
have. As a matter of fact, successful 
men stimulate those all about them to 
greater effort. There is a buoyant at- 


mosphere created where a great major- 
ity of people are moving on in a success- 
ful way. When we see people that are 
going ahead and making something out 
of themselves and their business we 
know that the times are pretty good 
after all. Therefore we should rejoice 
when a greater number of people are 
succeeding. 


Kind of Advice Worth While 


Advice is something that people like 
to give but they seldom like to take it. 
Yet the counsel of a sincere person 
whose judgment is usually correct and 
who has a sense of right and justice is 
worth while. The trouble with most of 


us is that when advice is given us that 
goes against the grain we resent it. The 
counsellor who is honest with us and 
gives us the benefit of his real convic- 
tion offers the sort of advice that should 
be heeded. 


Mr. Ricks Goes to Washington (Via Mail) 


Ivan Ricks, manager of the western 
field division for the Equitable Society 
group department, is a busy man this 
year. He has long subscribed to the 
theory that only through the continu- 
ous participation of the private citizen 
can government be successful. Refresh- 
ingly, he is a man who backs up his 
theory with practice. A good portion 
of his spare time is devoted to reading 
and research on politics and economics. 
He crystallizes his own views and then 
makes it a regular practice to write 
his representatives in Congress and in 
the state legislature whenever he feels 
his views are strong enough. 

Strong views to Mr. Ricks mean 
those which have been strengthened by 
considerable study. Mr. Ricks does not 
depend upon a personal conviction that 
isn’t bulwarked by research and reading 
on his part. It is only when he can 
support his opinions with facts that Mr. 
Ricks communicates with legislators. 


. e 
A veteran group insurance salesman 


and sales executive, Mr. Ricks applies 
the same science and zeal to his postal 
participation in government that has 
won him success in business life. He 
proceeds as carefully as if he were 
spending thousands on a direct mailing 
campaign. He writes the initial letter 
to his direct representative in the body 
where the particular legislation is be- 


ing introduced. A carbon is then sent 
to various other persons who might be 
interested. For instance, if he writes a 
direct letter to his man in the House 
of Representatives, a copy goes to his 
senators and to the chairman of the 
committee considering the particular 
bill. He maintains a list of all com- 
mittee chairmen in the legislative bodies 
and he knows the various party leaders 
in his locality who may be interested. 

The legislative correspondence of Mr. 
Ricks does not limit itself to insurance 
subjects, though naturally his interest 
is in this direction. For instance, he has 
become very much absorbed with argu- 
ments for and against socialized medi- 
cine. In the course of his inquiries, he 
has amassed a considerable library of 
documents, speeches and literature on 
both sides of this question. His col- 
lection is so complete that it has served 
as a point of reference for other men 
interested in this subject. His letters 
to his representatives on this matter 
bring them a private citizen’s opinion 
based on as wide a foundation of infor- 
mation as it would seem possible to 
collate. 

Mr. Ricks doesn’t pretend to believe 
that the government is ruled entirely 
by letters from constituents to legisla- 
tures, but he does think they have a 
powerful influence, particularly in cases 


which frequently arise where legislators 
are genuinely puzzled over a question, 
appreciate a concise exposition of it and 
an insight into how the folks back home 
feel about it. 

To Mr. Ricks, this activity is not 
only a hobby, but a duty and a privi- 
lege. There exist a number of organiza- 
tions to whom such letter writing ac- 
tivity is a business. Unfortunately, a 


large number of letter writers and the 
associations which spur them into ac. 
tion represent a point of view inimical 
to believers in the capitalistic system, 
The opposition knows the value of let- 
ters to congressmen and _ legislative 
alertness and the corresponding dangers 
of political inertia. More citizens of 
caliber could well emulate Mr. Ricks’ 
activities. 








PERSONAL SIDE OF THE BUSINESS — 





Morgan B. Brainard, president of 
Aetna erife, and Mrs. Brainard, sailed 
from New Orleans last week for a 
Caribbean cruise. 

A. E. Richardson, superintendent of 
agencies of Country Life and Country 
Casualty of Chicago, has returned from 
a five-week West Indies and Central 
American trip. He went by water from 
New Orleans to Panama and returned 
by plane through Central America. 

Mrs,, Marian S. Eberly, director of 
the women’s division of Institute of 
Life Insurance, acquainted 56 junior 
high school editors from the Denver 
area with the facts of life insurance. 
Helen Hankins, Penn Mutual assisted. 

Thomas E. McGuire, manager of the 
Chicago district office No. 18 of Pru- 
dential for 17 years, observed his 30th 
anniversary with the company. His 
father, the late George McGuire, was 
manager of Chicago No. 4, and his son, 
Thomas, is an agent in Chicago No. 10. 

Andrew G. Holl, assistant rome of 
Mutual Benefit Life, is a member of a 
panel sponsored by the Essex County 
Bar Assn. which is giving two lectures 
on real property actions under the new 
state constitution. 

John A. Witherspoon, executive vice- 
president of Volunteer State Life, is in 
the hospital for observation. At first 
it was thought he had had a heart at- 
tack but later this diagnosis was dis- 
counted pending further tests. 

Charles J. Zimmerman, associate man- 
aging director, Life Insurance Agency 
Management Assn., was chairman of the 
greater Hartford Red Cross drive, which 
went over its quota in record time this 
year. 

A. B. Slattengren, senior director and 
retired vice-president of Mutual Trust 
Life acknowledged receipt of $300,000 in 
applications sent him by the field force 
on his 78th birthday. A production con- 
test in his honor continues through 


DEATHS 


H. A. Giddings, Travelers 
Vice-President, Dies 


Maj. Howard A. Giddings, 81, promi- 
nently identified with insurance in 
Hartford more than 50 years, died after 
a long illness. He retired as a vice- 
president of Travelers in 1947, 20 years 
after his election to the post climaxed 
his rise through the ranks. He entered 
insurance as an office boy of Connecticut 
Mutual in 1887. In 1901 he joined Trav- 














elers as a special agent and became 
an assistant superintendent of agencies, 
superintendent of agencies, casualty 
lines, and vice-president. 

In 1903, he was largely responsible 
for establishing Travelers’ training 
school, the third oldest in-business school 
in America and the first in insurance, 
He had quite a military career. Enlist- 
ing in the national guard as a private, 
he attained field officer rank. He served 
in the Spanish-American war as a com- 
pany and battalion commander and was 
acting chief signal officer of the 7th 
army corps. In the first world war he 
was on the Connecticut council of de- 
fense, representing insurance and fi- 
nance. He wrote several military hand- 
books and many magazine articles on 
military matters and articles on insur- 
ance. He achieved wide recognition as 
an explorer. He was a fellow of the 
Royal Geographic Society of London 
and a member of the Explorers’ Club 
of New York. 

Among the honorary pallbearers at 
his funeral in Hartford were Francis W. 
Cole, chairman; Jesse W. Randall, pres- 
ident; J. Doyle DeWitt, assistant to the 
president; Col. James L. Howard, board 
member and retired vice-president; 14 
vice-presidents and other officials of 
Travelers companies, 

George H. Haithcock, 63, for more 
than 30 years cashier for Life & Casu- 
alty, died at Nashville. He retired five 
years ago, due to ill health. 

William H. Strahan, 65, with New 
England Mutual Life for 29 years, died 
of a heart attack at Grand Rapids, Mich. 
He was one of the company’s leading 
producers and was district manager at 
Grand Rapids until 1946, when that 
office was given general agency status, 


Redeker Cincinnati Speaker 


H. S. Redeker, general counsel of 
Fidelity Mutual, will address the Cin- 
cinnati Life Insurance & Trust Countil 
April 7 on “The Four-Lane Highway 
to Estate Planning.” 


Charles J. Stern of the home offite 
agency of Union Central Life, celebrated 
his 50th U.C. anniversary. He joined 
U.C. at the age of 43. 

In 1912 he was president of Cincinnati 
Life Underwriters Assn. Then he was 
a board member of N.A.L.U. He was 
instrumental in persuading Dr. S. 5. 
Huebner, now president of American 
College, to write the first text devoted 
to life insurance. 











Union Life of Richmond is erectin 
$350,000 annex to its home office that 
will provide almost double the present 
available space. 
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Recent John Hancock Mutual Life Appointments in the Home Office 








controller assoc. controller 





assoc. auditor au 





ditor 


asst. auditor 


asst. auditor 





treasurer 


Robert E. Slater, Wesley H. Olson, Brenton H. ;- ta George E. Wilson, Carl E. Tierney, Thomas M. Lynch,J. C. Thunstrom, W. C. Whittemore, George Hylen, 
assoc. auditor 


asst. treasurer asst. 








Overall 1948 Group Insurance Results Presented 





Increase Gp. Life 

Gp. Life Gp. Life Gp. Life Gp. Life Revived, 
in Force in Force Paid for Paid for Increased 

Dec. 31, 1948 1948 in 1948 in 1947 in 1948 

$ $ $ $ 

Business Men’s Assurance.. 22,838,138 3,214,369 2,439,920 1,420,000 6,636,134 
London Life, Canada ...... 117,356,941 21,260,279 14,679,310 13,023,439 25,818,527 
Massachusetts Mutual ..... 60,083,587 31,006,572 29,273,339 22,161,090 6,552,920 
North American, Toronto... 15,119,879 5,074,670 4,809,333 1,580,300 2,740,312 
Protective, Birmingham 173,551,812 18,264,060 15,197,163 23,546,142 13,187,800 
Prudential ...cccccccccececs 3,881,869,813 479,188,211 352,821,468 350,272,185 864,268,526 
State National ............. 3,413,372 187,432 3,598,233 Gryeneer =—s——i‘“#CtCecwees 
United Benefit Life ........ 9,118,000 6,515,000 6,470,000 1,499,000 1,711,000 
West Coast Life ...........- 39,875,577 10,939,625 10,059,500 3,413,050 4,821,514 


Gp. Life Group Group Group 


Revived, Annuity Casualty Casualty 
Increased Prems., Prems., Prems., 
in 1947 1948 1948 1947 
$ $ $ $ 
5,908,138 = .ccese 5,217,598 3,896,508 
26,796,433 811,518 3,089,329 2,320,778 
3,692,010 10,246,089 833,408 178,512 
2,325,934 CS ee ee reer 
17,445,042 35,423 2,092,715 1,857,244 
922,793,651 88,387,940 24,353,984 19,650,322 
Meladnds . \wamege 135,888 106,452 
1,312,000 = wee. 44,991 40,786 
49,607 = = cecece 247,067 206,741 








Fight Raise in Conn. 
Savings Banks’ Ceiling 


‘HARTFORD—Life insurance men 
crowded the state capitol Tuesday to 
oppose six bills which would widen the 
limits of savings bank life policies. The 
public hearing before the banks com- 
mittee was attended by 225, most of 
them agents who denounced the bills 
as a dangerous threat to insurance. 

Walter E. Rapp, secretary of the 
savings bank life insurance fund, said 
that the bill to raise the ceiling from 
$3,000 to $5,000 is requested because 


A 


of the 40% drop in the dollar’s value. 
A $3,000 policy today is equal to only 
$1,800 insurance in 1942, he argued. 

Howard V. Krick of New Haven, 
representing Conn. Life Underwriters 
Assn., said the banks are not interested 
in offering their patrons better service, 
but want to get “into the insurance field 
up to their necks.” 

Mr. Rapp said insurance handled by 
banks today represents only .3% of the 
total insurance volume in Connecticut. 
Surveys have shown, he said, that peo- 
ple who buy insurance from banks are 
not actively cultivated by other insur- 
ance sources. 


Opposing another bill that would al- 
low banks to sell insurance to the out- 
of-state families of Connecticut-employed 
clients, Mr. Krick called it unfair be- 
cause insurance agents, under the law, 
cannot operate across state boundaries. 

Robert Gilmore of Bridgeport, for- 
mer president of the Connecticut associa- 
tion, accused the banks of sponsoring 
advertisements that deliberately mislead 
the public. Actually, he said, many life 
policies are more expensive than the or- 
dinary kind. The banks’ deceit in ad- 
vertising, he said, is a strong argument 
against letting them operate on a larg- 
er scale. 


The committee was told by a CIO 
agent that CIO opposes broadening the 
banks’ powers because “it would hurt 
another low-income group, the agents.” 


Ask Mass. Strike Moratorium 


BOSTON—As an outcome of a con- 
troversy between CIO and AFL for 
representation of industrial life agents 
in Massachusetts, a bill has been intro- 
duced in the Massachusetts legislature 
to give the commissioner authority to 
declare a moratorium on payment of 
industrial premiums if and when a strike 
of industrial agents should occur, to 
continue for the duration of the strike. 


N. Y. Life Milwaukee Rally 


Milwaukee agents of New York Life 
attended an educational conference there. 
V. V. Van Leuven, Milwaukee manager, 
was in charge. The Milwaukee branch 
office had the biggest year in its his- 
tory in 1948, writing just under $13 
million of new business, $4 million of 
this written by new men. . 

George J. Laikin, Milwaukee and Chi- 
cago tax and estate attorney, discussed 
“The New 1948 Tax Law and Estate 
Planning.” ° 





2iNn4suUXTaNCEe 
of the Qecident Lines 


DECEMBER 31, 1948 


answers accumulate at that spot, too. 


UY 


NDERWRITERS in Accident & Health lines know that their inquiries 
are welcomed by those at the Employers who are expert in these matters. 


LL UNDERWRITING PROBLEMS seem eventually to reach the cross- 
roads where the Reinsurance underwriter operates. 


Inevitably the 


Reserves 
Capital 


J HE ANSWER to your problem may have been found. If we have it, 
it is yours for the asking. 


ASSETS . 


vee ee 42,371,002 


LIABILITIES 


$42,371,002 


Employers Reinsurance Corporation 


KANSAS CITY, MISSOURI 


NEW YORK 


CHICAGO 


SAN FRANCISCO 


LOS ANGELES 
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LIFE AGENCY CHANGES 





Holmes to Succeed 
Deckard for Aetna 


Burton C. Holmes, assistant general 
agent of Aetna Life at Boston for three 
years, has been appointed general agent 
at Columbus, O., effective July 1. He 
will succeed "Edgar C. Deckard, who is 
retiring after nearly 35 years with Aetna, 
18 of them as general agent at Colum- 
bus, Between April 1 and July 1 Mr. 
Holmes will be at the Columbus agency 
as assistant general agent. 

Mr. Holmes graduated from Middle- 
bury College in 1935 and joined Aetna 
Life. Until entering the navy in 1941 
he served as a group representative in 
Newark, Miami, Springfield, Mass., 
Concord, N. H., Albany, and Cleveland. 

Mr. Deckard went into insurance in 
1914 with Aetna in Smithville, Ind. 
Later at Indianapolis he served as book- 
keeper, cashier and supervisor. 

As general agent at Columbus he has 
. twice been awarded the Aetna presi- 
dent’s trophy for outstanding perform- 
ance. He is a former president of the 
Columbus Life Underwriters Assn. 


Shifts in Canada Posts 


North American Life of Toronto has 
appointed Collin B. Mooney manager at 
Victoria, B. C. Harold Webster has 
been appointed city manager at Victoria. 
Lewis V. Tibert has been named as- 
sistant manager at St. John’s, N. B. 


Irving Named at McAllen 


Leonard Irving has -been appointed 
general agent for Pioneer American of 
Houston at McAllen, Tex. He was 
formerly with the D. J. Farrell agency 
in San Antonio and has been writing in- 
surance for Pacific Mutual for two years. 








Before entering service he was with 
American National. He has spent 14 
years in insurance. 


Manhattan Names Vorhauer 
Chicago Branch Manager 


William A. Vorhauer, assistant man- 
ager of Manhattan Life in Chicago since 
1947, has been ap- 
pointed manager to 
succeed Grover C. 
Simpson, who is 
starting the Chi- 
cago - Southtown 
general agency of 
Manhattan Life. 
Mr. Vorhauer 
started with Man- 
hattan in 1941 at 
Chicago. 

Mr. Simpson 
started in 1925 with 
Equitable Society 
in New York. He 
was appointed as- 
sistant manager in 1927 and in 1932 he 
was tranferred to Chicago. In 1941 he 
became organizer in Chicago for Man- 
hattan and in 1944 was appointed man- 
ager. 


Miller Associate G. A. of 
Lincoln National. Agency 


Victor K. Miller has been named as- 
sociate general agent of the K. V. Fargo 
agency of Lincoln National Life, Co- 
lumbus, O. Mr. Miller recently re- 
turned to personal production as a 
member of the Fargo agency after serv- 
ing as assistant director of the Purdue 
course for 14 months. 

Before joining Purdue Mr. Miller was 
with the Fargo agency as Greenfield, 
O., representative. 





G. C. Simpson 


Charles V. Durr, who has represented 
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Northwestern Mutual Life at Grand 
Rapids, Mich., since 1942, has been 
transferred to Huntington, W. Va., as 
district agent. 





New England Opens Agency 
at Davenport Under Holm 


New England Mutual has opened an 
agency at Davenport, Ia., which will be 
managed by _ EI- 
mer W. Holm, 
formerly of the To- 
peka agency. Mr. 
Holm was gradu- 
ated in 1928 from 
Nebraska where he 
was an All-Ameri- 
can football star 
and he received his 
law degree from 
Washburn. He was 
football coach at 
Washburn for six 
years. 

He joined New 
England Mutual in 1942 and is a mem- 
ber of the company Leaders Assn. He 
served as a navy lieutenant commander. 





w. 


Holm 


E. 





Liberty Life Names Smith 
Manager at Columbia, S. C. 


J. Doyle Smith, home office supervisor 
of Liberty Life, has been appointed man- 


ager of the ordi- 
nary branch at Co- 
lumbia, S. Mr. 


Smith succeeds H. 
M. DeLorme who 
resigned to devote 
full time to per- 
sonal _ production 
for the company. 
Mr. Smith has 
been supervisor 
since 1948 and had 
been an agent in 
Moultrie, Ga., for 
three years prior. 
He is a graduate 
of the L.I.A.M.A. 





ae dD 


school. 

Mr. Smith graduated from Emory. 
Following his discharge from the marines 
in 1944, he joined Trust Company of 
Georgia at Atlanta. 





Upstate N. Y. Appointees 


George DeLorme and Donald H. 
Judge, whose appointment as general 





George DeLorme 


D. H. Judge 


agents of Postal Life at Gloversville, 
N. Y., was reported in last week’s issue, 
were formerly with Continental Assur- 
ance. 





Continental Life of Toronto has ap- 
pointed Donald M, Tudhope as inspector 
for Ontario. He has had 15 years’ life 
insurance experience. 

R. B. Whitehead has been named 
superintendent at Monroe, Ga., by Life 
& Casualty. He has been with ‘the com- 
pany since 1942. 

Manufacturers Life ha's named N. Roy 
Humphries and Hugh H. McElwain 
agency assistants at Philadelphia and 
Chicago, respectively. 





J. M. Wickman, secretary of North 
American L. & C. told the Minneapolis 
cashiers that they should be able to 
answer questions on home office under- 
writing which the public might have. 


COMPANY MEN 





Dunning in New 
N. Y. Life Post 


James D. Dunning, manager at San 
Diego since Jan, 1, 1948 has been ap- 
pointed supervisor of advanced training 
in the field training division of New 
York Life. He will be concerned with 
training agents in advanced underwrit- 
ing. Among his duties will be planning 
and conducting branch office seminars 
and conferences for agents throughout 
the country, on business insurance, taxa- 
tion and program selling. 


Mr. Dunning also will establish a 
home. office consulting service for 
agents who encounter business, tax or 
estate planning problems. George J. 


Marsh is director of the field training 
division. 

Mr. Dunning, a graduate of the Uni- 
versity of Illinois, “joined the company 
in 1930 at Springfield, Ill. He was ap- 
pointed assistant manager there in 1937, 
In 1939 he became assistant manager at 
Indianapolis and in 1940 at Louisville. 
He became Waterloo, Ia., manager in 
1941, 

After navy service he was appointed 
training supervisor for the Pacific di- 
vision, was 
Spokane in 1946, and then manager at 
San Diego. 


R. J. Walker Now V.-P. 
of Pacific Mutual Life 


LOS ANGELES—Ralph J. Walker, 
head of the group department, has been 
elected a vice-president of Pacific Mu- 
tual Life. He went with Pacific Mutual 
last year from Aetna Life where he 
was associate actuary. 

George R. Young, formerly assistant 
treasurer and a 25-year P. M. man, was 
elected treasurer. 

Stephen S. Taft, formerly manager 
of group sales for John Hancock, was 
elected an assistant secretary. 

New directors elected are T. S. Peter- 
sen, president, Standard Oil of Cali- 
fornia, and Frank L. King, president of 
California bank of Los Angeles. 








Western & Southern Home 
Office Men Advanced 


Western & Southern Life announces 
a number of home office promotions. 
R. C. Massa, secretary, becomes a vicé- 
president; J. E. Meehan, assistant secre- 
tary, becomes secretary; R. G. Stenger, 
assistant treasurer and assistant auditor, 
becomes treasurer, and H. P. Geyer, 
manager at Columbus, succeeds W. O. 
Burns, recently named vice-president 
and. director of agencies, as_ superin- 
tendent of agencies, division D. 

Starting as a clerk in 1913, Mr. Massa 
became manager of the bookkeeping 
department in 1918, assistant secretaty 
in 1931, and secretary in 1935. He is a 
marshal of the company’s service legion. 

Mr. Meehan began as a clerk in 1919 
and worked in every home office depar 
ment in some capacity until he cena 
manager of the ordinary renewal dena 
ment. In 1948 he was appointed assis- 
tant secretary. 

Mr. Stenger started as a clerk in the 
treasurer’s department in 1926. He was 
appointed assistant treasurer in 1938 
and was advanced to his former position 
in 1945. He has headed the tax depart- 
ment since 1946. 

Mr. Geyer began at Cambridge, O., in 
1927 and in 1932 became associate man- 
ager there. He also served in that capac- 
ity at Gallopolis, O., and Huntington, 
W. Va., and became manager of Chicago 
Woodlawn district in 1934. He became 
manager at Columbus, one of the largest 
districts, in 1941. 


Bonnycastle General Mgr. 


L. C. Bonnycastle has been named 
general manager of National Life of 


promoted to manager at ~ 
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agent 
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Canada. Mr. Bonnycastle is a fellow 


* of the actuarial societies and a former 


life company treasurer. Since 1940 he 
has been in another industry. He at- 
tended Manitoba and was a Rhodes 
scholar at Oxford where he took a law 


degree. 


National of Vt. Calls 
Keve into Agency Post 


Kirtland J. Keve has joined the 
agents’ training division of the National 
Life of Vermont to 





assist J. Edward 
Deutsch, assistant 
superintendent of 


agencies and direc- 
tor of agents’ train- 
ing. Mr. Keve was 
with the Bender 
agency of the com- 
pany in New York. 

Mr. Keve was 
educated at Brown 
and New York law 
school. For nine 
years he practised 
law. After release 
from service’ in 
1946, he entered life insurance in New 
York City. He has taught in the train- 
ing course for new agents of the New 
York City -Association, 


Advanced to Home Office 


Clarence A. Grimmett, Jr., is now 
agency supervisor at the home office of 
Massachusetts Mu- 
tual Life. The past 
two years he has 
been supervisor at 
Birmingham, Ala, 

Mr. Grimmett 
joined the company 
in 1945 at Birm- 
ingham. In 1947, 
he was made su- 
pervisor. He is a 
graduate of Ala- 
bama_ Polytechnic. 
Mr. Grimmett saw 
War service as a 
pilot. 





K. J. Keve 








Cc. A. Grimmett, Jr. 


Golden State Promotions 


George A. Beavers, Jr., chairman of 
Golden State Mutual Life, Los An- 
geles, has relinquished his duties as 
agency director, and they will be taken 
over by Arthur J. Williams, superin- 
tendent of agencies, who is given senior 
officer status. Norman O. Houston, 
president, drops the title of comptroller, 
which is assumed by Mrs. Helen Hodge, 
formerly assistant to comptroller. Ed- 
gar J. Johnson, secretary, also becomes 
treasurer, Robert W. Smith, assistant 
to the secretary, is named auditor. 
Verna A. Hickman is named public re- 
lations administrator and Berke N. 
Hunigan, claims manager. 


Amicable Advances Six 


Texas has advanced Franklin Smith 
to vice-president and actuary; I. 
Dryden to vice-president; A. A. Tor. 
rance to cashier and assistant secretary; 
R. R. Corbell and J. D. Shields to assist- 
ant secretaries, and Dr. W. M. Colgin 
to medical director. 











Dominion Life has appointed Hal D. 
Wallace a supervisor of sales training. 








Hollander Now Secretary 
of Counsel Federation 


The new secretary-treasurer of Fed- 
eration of Insurance Counsel is Samuci 
M. Hollander. He replaces the late 
John A. Millener. Mr. Hollander is lo- 
cated in the Military Park building, 
Newark. 





'. Norbert F. Winter and Hugo V. Vic- 


tor, general agents for Minnesota Mu- 
tual, ‘at St. Paul, have each qualified 
for the 1949 Million Dollar Round 
lable. 


LIFE SALES MEETINGS 





800 Occidental Conventioneers 
Celebrate Two Billion in Force 


High point of the three-day meeting 
of more than 800 qualifiers for the Occi- 
dental Life production clubs at Los 
Angeles was the surprise announcement 
by Dwight L. Clarke that the company 
had passed the $2 billion mark of insur- 
ance in force. 

President. Clarke said the life insur- 
ance industry must take greater pains 
to break down its accomplishments and 
present the facts in a way in which the 
public will understand. 

Mr. Clarke said that if the elaborate 
and detailed reports which the companies 
file with supervisory authorities were 
more widely understood there would be 
less chance and less excuse for inves- 
tigations. 

Mr. Clarke said that it would mean 
something to life insurance policyholders 





H. Jenkins 


Dwight L. Clarke Vv. 
to know, for instance, that the funds 
they have created by their thrift have 
made possible the erection and use of 
many categories of improved real estate. 
He indicated that the public should be 
told of the policyholders’ role in con- 
structing and operating railroads, water- 
works, power plants and industrial 
establishments by publicizing the per- 
centage that life insurance holds of 
aggregate indebtedness in these cate- 
gories. Few policyholders look upon 
themselves as possible suppliers of capi- 
tal funds to the railroads and the major 
creditor of the whole transportation 
system. The even more important part 
life insurance has played in financing 
public utilities should be stressed, he 
declared. 

Mr. Clarke paid tribute to the agency 
leadership of V. H. Jenkins, senior vice- 
president, who has headed agency oper- 
ations for nearly two decades and who 
is in his 35th year with the company. 
Mr. Jenkins welcomed the conven- 
tioneers and introduced 30 home office 
heads of operations. 

e 


New Convention Plan 


A new convention plan was announced 

Mr. Jenkins during the convention. 
To meet the problem posed by the 
growing size of the company, a top 
producers club will be formed of a 
limited number of agents who lead the 
company in paid volume during the 18- 
month qualification period. This top club 
with a minimum persistency requirement 
of 80% will meet at the end of each 
qualification period at a _ well-known 
vacation and resort spot. The present 
Los Conquistadores Club will be con- 
tinued on a modified basis which will 
see its meetings held as a_ series of 
regionals which will be'largely educa- 
tional and work sessions. 

A program of group hospital and 
surgical coverage for agents was an- 
nounced. Occidental’s maximum reten- 
tion on ordinary plans, ages 25 to 50, 
was announced as increased from $75,000 
to $100,000. Substantial increases will 
be made‘in the amounts that can be 
issued on one medical examination, the 
increases varying in proportion to the 
examiner’s present. limit. Agents state- 
ments, have been simplified. A schedule 


by 


of additional reimbursement to exam- 
iners for extra requirements has been 
added 

The agent’s servicing program for 
old policyholders which was abandoned 
during war years for lack of staff has 
been reinstated. Acceptance of cases up 
to $20,000 without home office specimen 


under normal conditions was announced. 

Chairman of the opening session was 
George V. Shipley, vice-president, Ray- 
mond H. Belknap, director of agencies, 
traced the growth of the company in 
terms of the human experience which 
went into it. 


Canadian Leads Club 


Mr. Shipley introduced Carl W. Bur- 
rows of Galt, Ont., president of Los 
Conquistadores Club. Mr, Burrows paid 
for $3,576,324 of new business in the 
18-month qualification period. Mr. Bur- 
rows said that the essential of life sell- 
ing is convincing a man to give up some- 























39TH ANNUAL 
FINANCIAL STATEMENT 
December 31, 1948 
RESOURCES 
Bonds: 
U. S. Government.......... 35.5% $13,323,202.56 
State, County and Municipal. 3.7% 1,407,561.36 
Canadian Provinces and 
MONEE 355. bec codes 2, 1.4% 511,954.61 
Public Utilities ............ 22.0% 8,269,567.80 
NT gg RT ke 1.8%, 689,431.55 
Institutional and Industrial... 3.9% 1,447,843.30 
Total Bonds ............. 68.3%, $25,649,561.18 
Preferred Stock .............. 3.2%, 1,189,474.00 
Common Stock .............. 3%, 113,250.00 
First Mortgage Loans on 
Real Estate ............... 20.4%, 7,668,862.13 
Policy Loans ................ 3.1% 1, 168,838.27 
Home Office and Other Real 
Me a .. uA 1.5% 568,177.42 
ME Sac Cie v cs cont cane 1.7% 615,044.27 
Premiums Due and Deferred. . 11% 424,687.49 
Interest Due and Accrued and 
Other Items ............... 4%, 156,405.58 
FE Shah Sh ~ atednsab 100.0% $37,554,300.34 
LIABILITIES 
Policy Reserves as required by Law. .. .$30,967,773.18 
Reserves for future payments under 
Supplementary Contracts .......... 2,244,610.00 
Policy Claims in Process of Settlement.. 266,937.58 
Premiums and other obligations paid in 
MNEs 566. sins ceeds hue oe, 6 4.843. 859,021.61 
Dividends on policies left with the Com- 
pany and declared to Dec. 31, 1949. 141,345.97 
Reserve for Taxes................... 55,481.55 
All other Liabilities............... 108,877.24 
Total of all Liabilities............ $34,644,047.13 
Additional Protection for Policyowners 
Reserve for Fluctuation in Mortality and 
SOE EEG Ee BE. Fe $ 250,000.00 
Contingency Reserve ............... 500,000.00 
CNN Sosa eee ts cee uel 1,000,000.00 
BONN 5.400 3/560019:5.5--80 6 ori 1,160,253.21 2,910,253.21 
WOT. ois sdned ceca ae $37,554,300.34 
LIFE INSURANCE IN FORCE $124,230,895 
JNE FE 
Cc 
fasur M10¢ Co pany ol Lerma 
LIFE e ACCIDENT ._° #£=HEALTH e HOSPITAL 
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thing that will give him material pleasure 
now for something that he may never 
see. 

General Agent Howell A. King of 
Baltimore, Md., was named quality vice- 
president of the club. General Agent 
Walter G. Harbold of Santa Rosa, Cal., 
won the A. & S. vice-presidency. Earle 
G. Davis, El Centro became group 
vice-president. 

Bart E. DeVol of Santa Ana, Cal., was 
introduced as president of the Leading 
Producers Club. Frank J. Longo of Los 
Angeles became first vice-president and 
Fernando Villarreal of Manila, P. L., 
became second vice-president. 

Lester S. Roscoe, director of field 
training, counseled his listeners to cease 
trying to memorize pat answers and 
to concentrate instead on a system of 
diagnosis that would immediately tell 
the agent the source of the objection. 

A surprise development was the for- 
mation of an Occidental Quarter Cen- 
tury Club for field and home office 
people with 25 years of service. There 
were 44 as members. Officers elected 
were Hoyt M. Leisure, Los Angeles 
general agent, president; Mr. Jenkins, 
vice-president and Leo W. Dowling, 
associate manager of the underwriting 
department, secretary-treasurer. 

On the final morning W. Lockwood 
Miller, general manager for Canada, was 
introduced as chairman by his father 
and predecessor, J. W. Miller, division 
manager for Canada. 

Following the close of the business 
session, the convention moved into the 
Biltmore Bowl for the final luncheon 
banquet with Mr. Jenkins as _toast- 
master. 

. W. Simons, assistant controller, 
presented the Occidental chorus. 

Guest speakers included Commissioner 
John Holmes of Montana and George 
E. Allen, who is a member of the Occi- 
dental board. 





Mutual Trust Runs Forums 


Some 125 members of Mutual Trust 
Life agents attended educational forums 
this month in Green Bay, Wis., Chi- 
cago, Fort Dodge, Ia., Toledo, and 
Madison. The series, similar to those 
held last month in New York City, Bos- 
ton, and Hartford, was under the di- 
rection of Stacy B. Merchant, manager 
of field training. 


W. & S. Managers to Meet 


Western & Southern Life will hold 
its annual managers convention at Cin- 
cinnati March 31-April 2. More than 500 
field men, will be on hand when C. F. 
Williams, president, opens the sessions. 
The company will pass $2 billion in 
force this year. 


NEWS OF LIFE 


ASSOCIATIONS 





Contrasts Insurance with 
Other Welfare Systems 


HARTFORD—More than 29,000 in- 
sured individuals in Connecticut died in 
1948, leaving to 
their dependents 
and business asso- 
ciates more than 
$31 million in life 
insurance proceeds, 
Horace R. Smith, 
assistant superin- 
tendent of agencies 
of Connecticut Mu- 
tual Life, told the 
Hartford Life Un- 
derwriters Assn. 
He pointed out 
that this is greater 
by far than the 
combined budgets 
for all the voluntary social and welfare 
institutions operating within the state. 
He mentioned that the total legal re- 
serve life insurance in forcé in Con- 
necticut exceeds $4 billion, which on a 
per-family basis amounts to $6,700, the 
fifth highest in the United States. 

Mr. Smith said the institution of life 
insurance which guarantees a man’s 
peace of mind and the power of extend- 
ing his purpose into the future, is one 
of five great symbolic units, the others 
being clergy, symbolizing man’s reli- 
gious conscience; labor, capital, and the 
free press. 


Shanks, Hershey, Mayor 
Kennelly on Chicago Card 


President Carrol M. Shanks of Pru- 
dential, Mayor Kennelly of Chicago, and 
Insurance Director Hershey of Illinois 
complete the lineup of speakers for the 
Chicago Life Underwriters Assn. sales 
congress April 2. Other speakers are 
L. L. Mackey, Home Life of New York, 
Detroit; Edwin H. Miller, New York 
Life, Chicago; David W. Fairfield, 
Northwestern Mutual, Chicago; Joseph 
A. Jacobson, Metropolitan Life training 
instructor at Chicago; Clifford H. Orr, 
National Life of Vermont, Philadelphia, 
and N.A.L.U. president; Mrs. R. M. 
Kiefer, editor of the “National Grocers 
Bulletin,” and N. Eric Bell, State Farm, 
Bloomington, Illinois association presi- 
dent. 


No. Ind. Congress April 9 


A northern Indiana sales congress will 
be held at South Bend April 9, spon- 
sored by the South Bend, Fort Wayne, 
Elkhart, LaPorte County and Calumet 
Life Underwriters Assns. 





H. R. Smith 
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Srieen competitive rates and plans, 
along with the utmost in service and 
security to his clients, an agent is 
entitled to expect from his Company 
....-a fair and liberal contract which 
will give him a permanent and vested 
interest in the business he writes. 
This Company believes in and offers 
these things ..... its exceptional 
progress is evidence of this belief. 


Independence of action is fundamental to the American Agency System. 


“eimai Lire 


INSURANCE COMPANY © PHILADELPHIA 7, PA. 


Established 1906 
BERTRAM S. BALCH, Superintendent of Agencies 














‘Phone Gets Preliminary 
Work Done Efficiently 


CINCINNATI — R. H. Moore, re- 
gional manager R. R. Stotz agency of 
Mutual Benefit Life, Lansing, Mich., 
uses the phone to get his work done 
efficiently, he told Cincinnati Assn. of 
Life Underwriters. He calls the pros- 
pect to ask if he may go over his pol- 
icies to familiarize him with his present 
insurance, If not interested, Mr. Moore 
states that he doesn’t believe he has 
made himself clear, he wants to talk 
about the pension power of his present 
policies and how it can be coordinated 
with social security. If he is still apa- 
thetic, Mr. Moore asks him if he has 
written his life insurance will, if he is 
familiar with the money management 
provisions of his insurance, the auto- 
matic premium loan provision, etc. 

If successful in making an appoint- 
ment, Mr. Moore asks the prospect to 
have his policies ready. If he doesn’t, 
Mr. Moore takes out his own policy to 
show what it provides and reads its pen- 
sion power, or “rainy day” provision. 
“How much more do you want to save 
for the same thing?” he asks. “Always 
be optimistic and think in big terms,” 
he urged agents. 

The agent should keep restating the 
prospect’s problem, he advised. The 
prospect occasionally says, “I’ll talk it 
over with my wife.” Mr. Moore replies, 
“What if she says ‘no’? You are the 
one who has to sleep nights. You have 
to guarantee the certain in an uncertain 
world.” He urges the prospect to talk 
it over with both his wife and children, 
after he has bought. 

Mr. Moore was introduced by J. S. 
Drewry, general agent of Mutual Bene- 

B. S. Taylor, New England Mu- 
tual, president, said membership was 
102% of a year ago. He presented 100% 
membership certificates to agencies of 
the following companies; Aetna, Con- 
necticut General, Great-West, Manu- 
facturers, Lincoln National, State Mu- 
tual, Connecticut Mutual, Provident Mu- 
tual, Prudential ordinary, Mutual Bene- 
fit, New’ England Mutual, Pan-Ameri- 
can and New York Life. 


Too Great Emphasis Can 


Be Placed on Security 


CHARLOTTE, N. C.—Too great em- 
phasis on security can choke off the 
ambition, enterprise and initiative which 
have been the making of America, Hol- 
gar J. Johnson, president of Institute of 
Life Insurance, told Charlotte Assn. of 
Life Underwriters. Security is a means 
to peace of mind and progress and not 
an end in itself. 

“Security as am end can be over- 
stressed, just as security as a means can 
be under-stressed,’ Mr. Johnson said. 
“This may sound paradoxical, coming 
from someone who represents an insti- 
tution whose primary purpose is to 
provide personal and family security. 
Actually it is sound philosophy for every 
area of activity in America, life insur- 
ance included. 

“Life insurance itself would be doing 
this country a disservice ifit presented 
security, even the security it provides, 
as a goal, the attainment of which 
would isolate the individual from the 
world. With life insurance, as with 
every medium of security, the personal 
and family security it provides must be 
used as a means of providing peace of 
mind to release the dynamic energies of 
the people, urge individuals on to cre- 
ative efforts and continued progress.” 


New Mexico Sales Congress 


The annual sales congress of Central 
New Mexico Life Underwriters Assn. 
will be held on, April 1 in Albuquerque. 
Howard L. Cundy, general agent of 
Northwestern Mutual at Albuquerque, is 
general chairman. The opening address 
will be by Gene Bivens, Penn Mutual, 








association president. E. Richard Tur- 
pin, assistant manager for Prudential at 
Long Beach, Calif., will be next on the 
rostrum, followed by Tom Nabers, Paul 
Revere Life, and Mr. Cundy. Luncheon 
speaker is Dr. Frank Hibben. 

The afternoon will feature a business 
insurance clinic with Mr. Cundy as 
moderator and Mr. Bivens, George 
Bryan, Prudential, and Peter R. Cun- 
ningham, Equitable Society, as panel 
members. Edward R. Joos, general agent 
for John Hancock at Los Angeles, will 
follow as a speaker. 


Orr to Visit Wichita 


Rex Lear, Salina, president of Kansas 
Life Underwriters Assn., has cailed a 
meeting of the executive board at Wich- 
ita April 5, which Clifford Orr, president 
of N. A. L. U. will attend. While in 
Wichita President Orr will address 
Wichita Life Underwriters Assn. and 
Wichita General Agents & Managers 
Assn, 








Oakland-East Bay—L. S. Reeve, presi- 
dent of the Oakland chapter of C.P.A,, 
pointed out the similarities between the 
certified public accountant, and char- 
tered life underwriters. Cyril W. Mc- 
Clean, president of Alameda County Bar 
Assn., spoke of the necessity for real 
friendship in the business community 
as well as the social community. Dr. 
Leonard Barnard, president of Alameda 
County Medicai Assn., stressed the simi- 
larities between the government’s in- 
roads on medicine, and upon insurance, 
He contended that in fighting socializa- 
tion, the doctors are fighting the battle 
for business as a whole, for if one 


group succumbs to regimentation, the 
others are sure to follow. 
Indianapolis—Albert M. Orgain, as- 


sistant vice-president of Life of Vir- 
ginia, will address a luncheon meeting 
March 25. Paul R. Cannaley, manager 
here for Life of Virginia, will introduce 
the speaker. 

Hutchinson, Kan.—A. J. Dawson of 
the extension division of University of 
Kansas at a luncheon outlined the type 
of courses available to life insurance 
agents. A joint dinner was held with 
the junior chamber of commerce. 


Florence, 8S. C.—Levi E. Bottens, 
L.U.T.C. executive assistant, spoke. Ed- 
win F. Brooks was appointed to head 
an L.U.T.C. course committee. 

Evansville—Lewis I. Petzold, district 
manager John Hancock, discussed the 
training course to be offered this fall. 
C. Robert Million will be instructor. 

South Bend, Ind.—Albert O. Payton, 
vice-president of Western & Southern 
Life, spoke on “Every Canvass a Sale.” 


Pittsburgh—Charles J. Malloy, field 
training supervisor of Metropolitan Life, 
addressed the McKeesport branch at a 
dinner meeting, 

Michigan City, Ind.—“‘A Layman’s 
View of Life Insurance” was presented 
by Charles H. Jones, general manager 
of Chicago, South Shore & South Bend 
railroad, before LaPorte county asso- 
ciation. 

Wausau, Wis.—The Wisconsin Valley 
association heard C. W. Tomlinson, 
Madison manager of Bankers Life of 
Iowa and secretary of the Wisconsin 
association, speak on ‘What Price Se- 
curity.” 

“Two ways in which security may 
be obtained,” he said, “are when it 
is imposed by government or when at- 
tained through voluntary effort. It is 
generally accepted that life insurance 
has the one way that this may be 
effected. It provides immediate secur- 
ity as well as later guaranteed income 
for the family or other survivors.” 

Lawrence, Kan.—Rex Lear, Farmers 
Life, Salina, president of the Kansas 
association, stressed the advantages of 
private company ownership, comparing 
at length government and private in- 
surance with respect to efficiency of 
management, service to policyholders, 
cost of operation and the varieties of 
contracts offered. He also spoke of the 
accomplishments of the state and Na- 
tional associations. 

Manhattan, Kan.—At a ladies night 
meeting Keith Hayes, Mutual Life, Hut- 
chinson, 3rd vice-president of the Kan- 
sas association, stressed three essen- 
tials for success in life insurance as 
organized effort through which prob- 
lems of importance can be dealt with 
through cooperation; comprehensive 
knowledge, which is imperative if the 
life man is to gain and hold the desired 
professional standard, and a _ profes- 
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sional attitude, as it is better to be 
known as a low pressure consultant 
than a salesman. 

Clyde O. Braden, Equitable Society, 
Independence, 1st vice-president of the 
Kansas association, will speak April 9. 

Syracuse — Ernest H. Perkins, past 
president of the New York State asso- 
ciation, spoke at the March luncheon. 

Nashville, Tenn.— Ray T. Wright, 
Provident Mutual, Lawrence, Kan., 
N.A.L.U. trustee and a life member of 





the Million Dollar Round Table, ad- 
dressed the March meeting. 
Milwaukee—A series of lectures on 


“Estate Planning” will start March 26 
and continue on succeeding Saturdays 
through April 16. The course will be 
conducted by George J. Laikin, tax and 
estate law attorney of Milwaukee and 
Chicago, who is counsel of the Wis- 
consin association. He spoke Thursday 
on “Current Problems Involving Taxa- 
tion, Estate Planning and Life Insur- 
ance.” 

Salina, Kan.—Rex Lear, Farmers Life, 
president of the Kansas association, 
spoke on “Ethics.” 

Emporia, Kan.—J. J. Wilcox spoke on 
the proposed drivers’ license law now 
before the Kansas legislature. The as- 
sociation voted to support the bill. 

Northwest Kansas—Dr. Leonard W. 
Thompson of the business department 
of Hays College spoke on “The Quali- 
fications of a Successful Business Man.” 
Martin W. Easlack, Massachusetts Mu- 
tual, Hays, was elected to the board to 
fill a vacancy. C. Edward Law, Equi- 
table Society, was named national com- 
mitteeman and James Hower, Russell, 
state committeeman, 


ACCIDENT 


Line Up Card for H. & A. 
Conference Annual Parley 


The program for the annual meeting 
of H A. Underwriters Conference 
May 16-18 at the Edgewater Beach 
Hotel, Chicago, is rapidly shaping up, 
according to G. T. Delahunty, Alliance 
Life, chairman of the convention com- 
mittee. ; 

Entertainment features include a re- 
ception for early arrivals Sunday eve- 
ning, May 15; a luncheon May 17 and 
the banquet Tuesday evening. A special 
committee is planning entertainment for 
the ladies. 


Tell K. C. Congress Plans 














Committee chairmen for the sales 
congress of Kansas City Assn. of 
A. & H. Underwriters April 15 have 


been named by Dudley Driscoll, Amer- 
ican Hospital & Life, president of the 
association. Lysle Kindig is chairman 
for the congress. 

Speakers will include Travis T. Wal- 
lace, president of Great American Re- 
serve; Ray T. Wright, Provident Mu- 
tual Life, Lawrence, Kan., trustee of 
National Assn. of Life Underwriters, 
and Ralph Willcott, district supervisor 
at Chanute, Kan., of Business Men’s 
Assurance. There will be at least two 
other outstanding speakers. 





Porter Agency Supervisor 

Pioneer American of Houston has 
appointed Gene S. Porter agency super- 
visor of the H. & A. department. He 
has been with Continental for three 
years as agency supervisor in Texas, 
and has spent 12 years in insurance. 

He will organize 25 branch offices 
throughout Texas, as well as presenting 
the various policies offered by the com- 
pany. 


Seek Individual Members 


Michigan Hospital Service and Michi- 
gan Medical Service (Blue Cross) are 
launching a city-by-city drive for mem- 
ers on an individual basis. A special 
Organization has ‘been set up to direct 
the recruiting program. Membership 
has been on a group basis. 


A. & H. Round Table Meet 


The March meeting of Home Office 
A. & H. Underwriters Round Table of 
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Chicago, with 23 in attendance, was 
given over to a general discussion of 
various types of disabilities, with Har- 
mon K. Greene, American Income, as 
chairman and Jack Penrith, United, 
secretary. Chairman Green had pre- 
pared a list of 50 questions, which were 
propounded in turn to each of those 
attending. 





Report Blue Cross Gains 


Blue Cross commission of American 
Hospital Assn., states total enrollment 
in the 90 United States and Canadian 
Blue Cross plans Dec. 31 was 32,997,- 
161, an increase of 3,686,879. 

Leaders in membership are: New 
York, 3,618,891; Chicago, 1,562,479; De- 
troit, 1,537,632; Philadelphia, 1,301,070; 
Pittsburgh, 1,298,560; Newark, 1,297,- 
589: Toronto, 1,239,413; St. Louis, 877,- 
099; New Haven, 852,905; Los Angeles, 


572,257. 


MANAGERS 


Eye Established Agent 
Management Problems 


INDIANAPOLIS—Progress in the 
reduction of agent turnover would have 
made much greater strides if as much 
attention had been devoted to the prob- 
lems of supervising the established 
agent as has been devoted to selection 
and training, Dan Flickinger, general 
agent for John Hancock, Indianapolis, 
told General Agents & Managers Assn. 
here. 

Supervising the established man is 
made easier and more effective if reg- 
ular plans and projects are formulated 
on a year-around basis so that super- 
vision becomes automatic, he said. 

J. Russell Townsend, Equitable Life 
of Iowa, warned against assuming that 
because a man had a beginning or even 
intermediate and advanced training 
course, he needs no more training. “A 
continuous study and training program 
is the most effective and most neglected 
of all supervisory tools,’ he declared. 

If after a certain point in their devel- 
opment, agents became self-contained 
self-starters, then criticisms of the cost 
of distributing life insurance would be 
justified because there would be no 
reason for the money paid to managerial- 
level personnel, Horace Storer, Bankers 
Life of Iowa, stated. “Yet consciously 
or subconsciously, the goal of too many 
managers is to get enough self-starters 
under contract to reduce the manage- 
ment job to endorsement of commission 
checks.” 

The result of this attitude is the loss 
to the business of high grade men of 
the type needed to distribute the pro- 
tection of life insurance so widely that 
“socialistic security” will have no public 
appeal. 











Cook Cincinnati Speaker 


Paul W. Cook, Chicago general agent 
of Mutual Benefit Life, told Cincinnati 
Associated Life General Agents & Man- 
agers that life insurance offers a deferred 
compensation plan both for the man who 
sells it and the man who buys it. The 
miracle of life insurance is that it is 
both profitable and sound; it has 
strength at the same time as flexibility. 

Mr. Cook uses direct mail very suc- 
cessfully in operating his agency, 40% 
of its total business coming from brok- 
ers. Of the remainder, 40% comes from 
full-time men and 20% is written by 
Mr. Cook, who is a life and qualifying 
member of the Million Dollar Round 
Table. Mr. Cook said he treats his 
brokers as he would his personal clien- 
tele. His mailing pieces are distinctive 
and trade-marked and always have an 
idea which fits in the market at the 
time they are sent out. The brokers 
receive most of the literature that his 
own agents receive. 

The agency is currently using a direct 
mail tie-up with the Mutual Benefit 


advertising in “Fortune” magazine with 
considerable success. 

Hageman, Equitable Society, 
has replaced R. D. Jervis, Travelers, as 
a director of the Cincinnati group. Mr. 
Jervis has been transferred to his com- 
pany’s home office. 


Talk on Wis. License Bill 


Charles W. Tomlinson, Madison man- 
ager of Bankers Life of Iowa and sec- 
retary of Wisconsin Assn. of Life 
Underwriters, will discuss the proposed 
qualification and license bill for life 
agents introduced in the Wisconsin leg- 
islature under state association spon- 
sorship at a dinner meeting of Life 
Managers & General Agents Assn. of 





Milwaukee Friday night. Other bills 
proposed or introduced that would 
affect life insurance also will be dis- 


cussed. 


Time Control L. A. Topic 


Life Supervisors Assn. of Los An- 
geles held a discussion of “Time Con- 
trol,” led by William Klove of Equit- 
able Society. ‘Mr. Klove said he looks 
at the time control problem from a 
yearly standpoint, keeping track of all 
the things that are to be done through- 
out the year. Then he breaks it down 


into a monthly plan divided into new 
organization, review of the month’s ac- 
tivities and joint work. This further 
is broken down into a weekly plan and 
finally into a daily plan, devoted to out- 
lining the next day’s work. He said 
the plan makes the job tangible. It is 
rigid, but yet flexible enoungh to meet 
all cotingencies. He divides his time 
into five categories, recruiting, training 
and joint work, personal production, 
office management and morale building. 





The Detroit managers will entertain 
their cashiers and secretaries at a din- 
ner April 19. 


~ COMPANIES 


Reserve Loan Moves Into 
New Home Office Building 


Reserve Loan Life has moved to its 
new 12-story home office building at 
Federal and Ervay streets, Dallas. The 
Dallas branch also moved into the new 
building. The building is fireproof, on 
a reinforced concrete frame with a brick 
and granite exterior. It has year-round 
air conditioning, fluorescent lighting, 














LOOKS GOOD TO US 





With over 400 million dollars of insurance in 
force, American United is about 64th in a 
list of over 500 insurance companies. Is that 
good? We think it is, because we have all the 
advantages size can give: a good distribution 
of risks, the ability to employ top-flight 
talent in the Home Office, the opportunity 
to take advantage of operating economies, a 
portfolio of investments large enough to be a 
factor in the market, without the problems 
of investing huge sums in a low-interest 
market. Yet, American United is small enough 
to be close to its agents and policyholders, 


» small enough to know every tree in its forest. 




























AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST, 
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acoustical ceilings and incorporates the 
best in planning, construction, mate- 
rials and modern design. 

Reserve Loan Life will occupy the 
second, third, fourth and fifth floors. 
The first floor will be for retail stores, 
and the remaining stories will be rented. 





Seattle Companies Merged 


The businesses of National Public 
Service Ins. Co. and Public Service Life, 
Health & Accident of Seattle have been 
consolidated, under the name of Na- 
tional Public Service. President and 
general manage> is Charles H. Leber. 

The consolidated company has insur- 
ance in force $37,612,283, assets $5,895,- 
298, surplus $387,767 and “distributive 
surplus” $157,548. The last item repre- 
sents the net accumulated surplus of 
the former Public Service L., H. & A. 
which is being distributed to policy- 
holders of that company. Such policy- 
holders retain their former insurance 
status and the status of policyholders 
of National Public Service is in no 
wise modified or changed. 


RECORDS ~ 


Great-West Life — February was the 
biggest month in history. Over $25 mil- 
lion paid business was produced, total 
business in force at the end of Febru- 
ary amounted to $1,381,751,000 of which 
$1,009,905,000 was ordinary. 

Bankers Life of Iowa—New business 
of $10,534,622 was paid for during Feb- 
ruary. Of this amount $8,479,820 was 
ordinary, an increase of more than 
$900,000. New business for the first two 
months totaled $21,607,245, an increase 
of $825,000. 

Insurance in force at Feb. 28 
$1,387,612,856, from Dec. 
$11,289,819. 











was 


increase 31 








Ralph Caswell, manager of Memphis 
Better Business Bureau, spoke to the 
Memphis Quarter Million Dollar Club 
on “Business Ethics.” 


SALES IDEAS OF THE WEEK 





Producer Needs Proper Balance of 
Capital, Labor and Management 


Proper balance of capital, labor and 
management is the key for success in 
the selling of life 
insurance, 
Kaufman, North- 
western 
Life, Indianapolis, 
stressed in his talk 
on “Problems of 
the Independent 
Contractor” before 
Life Underwriters 
Assn. of St. Louis. 

He deplored the 
dispropor- 
tionate share of 
good young sales- 
men that the life 
insurance business 
takes and then ruins through lack of 
proper training and/or supervision. He 
said more salesmen fail than succeed 
in the business simply because they are 
not truthfully advised as to the handi- 
caps they must meet and overcome to 
reach success in life insurance. 


Must Make $10,000 Investment 


One fact that all managers and gen- 
eral agents should fully impress on any 
person seeking to enter the selling end 
of life insurance is that they must be 
prepared to finance themselves for the 
period needed to build up a sales clien- 
tele, sound prospects, etc. In other 
words, he said, the young man should 
be told he must be prepared to go into 
the hole for about $10,000 before he 
starts to break even. 

“Of course, I don’t mean that me 
must pay out the $$10,000 right now,” 
he ‘continued, “but that is the average 


Dan Kaufman 
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A philosophy 


that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 
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sum in potential earnings he will have 
to sacrifice in order to make the grade, 
permanently.” 

He said the newcomer to the business 
should be educated from the outset to 
the fact that any life insurance producer 
has certain standards of living that 
must be met, and he should train him- 
self to live within his income, 

He surprised many of those present 
by expressing the belief that many 
million dollar producers should not be 
regarded as successful, simply because 
they have not learned to enjoy real 
happiness in life. -He contended that 
peace of mind is most important factor 
in the business. 


Delegate Details to Hired Help 


In connection with the labor factor, 
he said the producer should organize 
his work so that the necessary office 
details, keeping records, calls, etc., 
should be delegated to hired help, thus 
allowing the salesman to utilize every 
available minute in the field seeing and 
selling prospects. Touching on manage- 
ment, he said the agent should follow 
a definite pattern of operations and 
stick to it absolutely, He said an inde- 
pendent contractor in life insurance 
functions best when he has from 400 to 
500 live prospects, including old policy- 
holders, of course, in his file cards and 
makes a personal call on them at least 
once every four or five years, with let- 
ters, anniversary cards and telephone 
calls from time to time, in addition. 

The financial problems connected 
with building up a life insurance sales 
clientele are the biggest ones the agent 
has to handle. It is awfully hard for any 
agent to have to ask the boss for money, 
and nothing so discourages the new man 
in the business, he said. 


Cooperation, Understanding Needed 


He told of the methods used by a 
number of the big producers in Indi- 
anapolis to illustrate that there isn’t any 
fixed pattern that a life underwriter 
must follow to attain success. However, 
he indicated the underlying factor in 
each instance is a proper balance of 
capital, labor and management, not- 
withstanding their personal methods ap- 
parently differ radically. He also 
brought out that in Indianapolis there 
is close cooperation and understanding 
between the life insurance men, since 
they realize there are many prospects 
that are not in the files of any under- 
writer. So when they run across a man 
who is being served by a competent 
life agent, no effort is made to get the 
business away from the other man. “We 
never knock the other salesman and 
have cut out competing with each 
other,” he concluded. 

There are 50 flops in life insurance 
for each sales success and this is due 
entirely to lack of proper supervision 
and lack of capital, he stressed. He con- 
tended that package selling is not the 
way to train young salesmen to become 
big successes in life insurance. 





NALU Lobby Registration 
Made with Reservations 


WASHINGTON—Three registration 
statements have been filed with Congress 
from National Assn. of Life Under- 
writers, under the lobby registration 
law, one of N.A.L.U. “by James B. 
Hallett,” general counsel; another by 
Hallett for himself, and a third by 
Judd C. Benson, Union Central general 
agent at Cincinnati. 

The statements deny in substance 
that either the association or its staff 
members are engaged in or employed 
in attempts to influence legislation. 

The registration says while N.A.L.U. 
“does not believe nor does it consent” 
that its registration “shall be construed 
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as an admission” that the association 
“or any of its staff employes, officers, 
trustees or committee chairmen fall 
within the provisions of the act, yet, 
pending clarification of the law “and 
in order that there may be no question 
as to its good faith,” the association 
has registered and will furnish quar- 
terly reports. 

N.A.L.U. says its funds are derived 
from membership dues, advertising 
space, annual convention and interest 
on bonds and cash deposits, and none 
of them is earmarked for specific pur- 
poses before receipt, although a budget 
is prepared annually by the trustees. | 

N.A.L.U. says it has no office here 

and employs no counsel here. Formerly, 
Lawrence Baker acted as such for a 
number of years. Its statement says: 
“None of the members of registrant’s 
staff are employed for the purpose of 
influencing or attempting to influence, 
directly or indirectly, the passage or 
defeat of any legislation by the Con- 
gress.” 
- However, the staff “scrutinizes” legis- 
lation, federal, state and municipal, 
which may affect N.A.L.U. members 
and their policyholders. N.A.L.U. peo- 
ple have no connection with legislation 
in Congress, it is stated, and the func- 
tions of its staff, officers, trustees and 
committee chairmen, “who serve with- 
out remuneration other than _ out-of- 
pocket expenses,” are “incidental” as 
compared with the association’s many 
activities, 

Mr. Hallett says his work is not for 
any purpose specified in the lobby act, 
but “his duty in connection with federal 
legislation is only one of a great num- 
ber he performs for the association.” 
He “receives no payments allocated for 
the purposes mentioned” in the act, 
namely, influencing legislation. 

He stated he did not believe the 
services performed bring him within 
the law. However, he files the statement 
and will attempt to estimate what por- 
tion of his annual $9,000 salary and 
reimbursed out-of-pocket expenses may 
come within the purview of the law. 

Declaring he is a non-salaried officer 
and committee ‘chairman, Mr. Benson 
says his filing shall not be an admission 
that his activities bring him within. ap- 
plication of the law. However, as 
evidence of good faith, he filed and 
will attempt to estimate in quarterly 
reports what part of his expenses come 
within the law. 


Plugs N. Y. UIP Bill 


Support for the unauthorized in- 
surers process bill now in the legisla- 
ture was voiced by Deputy Superin- 
tendent Alfred J. Bohlinger of New 
York in a talk before A. & H. Club of 
New York. He said that although the 
bill is not a cure-all to the mail order 
insurance problem, it is a step forward 
and one which will be augmented when 
present studies by the National Assn. 
of Insurance Commissioners are com- 
pleted. He also reported that the New 
York department is making a collateral 
study, the results of which will be re- 
leased soon. 





Pa. Recodification Proposed 


HARRISBURG — Complete recodi- 
fication of Pennsylvania insurance laws 
to bring them into “harmony with those 
of other states” is proposed in a bill 
introduced with the backing of the in- 
surance department by the chairman 
and vice-chairman of the senate insut- 
ance committee. It would appropriate 
$25,000 to the joint state government 
commission — research arm of the leg- 
islature — for an interim study of the 
project. The study group would appoint 
an insurance law codification commit- 
tee, with the insurance commissioner as 
a member ex-officio. This committee 
would submit a new insurance code to 
the 1951 legislature 





A. R. Klein agency of Home Life of 
New York in Chicago recently observed 
its 10th anniversary. The agency fin- 
ished fourth in the company in 1948 
and is currently 27% ahead of last year. 
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Life Advertisers See Selves 
Through Eyes of Outsiders 


(CONTINUED FROM PAGE 3) 








ing with the dignity of the profession 
and that something should be done to 
improve the quality of the agent and 
his sales methods. 

Turn over, he said, is the costliest 
expense of the business and it can be 
reduced by helping the salesman earn 
more money. 


Three Discussion Panels 


The second day began with three 
hour-long panels on prospecting, selling, 
and recruiting. At the selling panel it 
was brought out that some advertising 
men are still trying to sell their com- 
pany as well as the public on sales plans. 
There is a tendency, it was said, for 
agency departments and sales promo- 
tion men to boom one plan for a short 
period and then go right to work push- 
ing another, forgetting the first, even 
though it has been doing a good job. 
Even the agent has to be sold on using 
a plan which will help him increase his 
income, one participant said. Chairmen 
were Norman L. Klages, Reliance Life, 
and Burt M. Langhenry, Acacia Mu- 
tual, 

Increased use of new agents on orphan 
policyholders was suggested at the pros- 
pecting panel. Direct mail prospecting 
must be continually plugged in house 
organs to keep up agents’ interest in its 
use. John D. Brundage, Mutual Benefit 
Life, and Kenneth L. Brooks, Pruden- 
tial, were chairmen. 

Recruiting problems were outlined by 
Calvin L. Pontius, agency vice-presi- 
dent of Fidelity Mutual. Satisfactory, 
although not phenomenal, results were 
achieved through use of advertisements 
in college alumni magazines, New Eng- 
and Mutual reported. 


Newspaper Classified Ads 


A report on the use of newspaper 
ads was given by G. Albert Lawton, 
assistant superintendent of agencies of 
Aetna Life. If daily papers are used, 
three consecutive insertions are best, 
he said. Sunday is best if only one ad 
is used. Afternoon papers are better 
than morning. Most of the ads that 
were successful mentioned a_ specific 
salary. Blind ads got more replies but 
less quality. One general agent puts 
the phone number in the ad and screens 
out applicants that way. It saves time. 
The ads get a high response but the 
results in terms of men hired are not 
too good. As a company Aetna Life 
only hired. 26 men through those ads 
last year. General agents think it helps 
keep them in the habit of recruiting. 
The plan doesn’t pay for itself, but is 
considered a valuable collateral activity. 


Puts on Demonstration 


H. G. Kenagy, vice-president Mutual 
Benefit Life, said his company has 
one general agent who uses the ads 
and then sends out his best salesman 
to try and sell the better applicants a 
policy. As a result of that sales inter- 
view valuable information is received. 
The applicant may come with the com- 
pany later and be surprised to find out 
that he was picked on the basis of the 
sales call. A psychological factor in this 
is that the applicant may become inter- 
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ested in the business by watching the 
successful agent sell. 

The plan wherein letters are written 
to successful business men in town 
asking them to nominate a man for a 
job as an agent has not worked out too 
well. Policyholder nominating letters 
must be carefully worded, particularly 
if they mention earnings, because the 
policyholder suddenly sees the other 
side of the business and knows that 
the agent is making money through 
selling insurance and the policyholder 
gets a resultant bad impression. Earn- 
ings is not a good subject for broad 
circularization. 

The best source of recruits is through 
the agent. One company acquired 26% 
of its agents that way and said that 
they were the best quality men. 

After luncheon a surprise’ package 
came in the form of Milton Goldberg, 
assistant actuary Equitable Society. A 
straight faced speaker he had his audi- 
ence laughing continuously as he gave 
an actuary’s views of the advertising 
segment of the business. He convinced 
everyone that actuaries not only have 
a sense of humor but that advertising 
men have some foibles of their own as 
well as some unexplainable idiosyn- 
crasies. 


“Candid Mike” Session 


A “candid mike” session featured a 
board of experts including H. Bruce 
Palmer, vice-president Mutual Benefit 
Life; Clancy D. Connell, general agent 
Provident Mutual; Seymour Sutorius, 
Equitable Society agent; A. L. Thie- 
mann, assistant secretary New York 
Life, and Harvey Kesmodel, sales pro- 
motion manager Sun Life of America. 
Moderator was A. L. Cawthorn-Page, 
Canadian manager of publications 
Metropolitan Life. 

From the discussion it appears that 
some producers are unhappy at the 
continual stream of new sales methods 
thrown at them. On the other hand it 
was brought out that the new plans 
are produced because the agents have 
asked for them. The consensus was that 
new methods should not be thrown at 
the field force en masse but tailored to 
the market and experience of the pro- 
ducer, 


Never Too Many Leads 


There was no objection to the receipt 
of leads in the field from the home 
office. It was said that it might soften 
the agent but no agent has ever com- 
plained about having too many leads. 

Direct mail must be kept as a sup- 
plement to the endless chain and center 
of influence method of prospecting. If 
necessary the agent should be limited 
as to the number he can use. On con- 
servation it was said that little work 
is being done on sales aids to combat 
lapses although most companies appar- 
ently have this on their agenda. Agents 
want a service fee for taking care of 
the orphan policyholder. 

When policyholders move to another 
area who gets them? a questioner from 
the floor asked. This is a matter of 
company policy, it was said. It would 
perhaps be better if a prompt transfer 
was made to the agent in the new resi- 
dential area. Many policyholders are 
lost because of these transfers. Still the 
agent considers the policyholder as be- 
longing to him and not the company. 
The problem is very touchy. 


Needn’t Be Defensive 


Regarding the proposed investigations 
of insurance business, newer agents 
particularly could use some guidance 
from home offices to enable them to 
answer criticisms made by their pros- 
pects or clients. House organs and 
agents associations can also be used 
for this purpose. One company is send- 
ing out men from its agents advisory 


committee to talk at meetings of its 
agents. Agents are more inclined to 
take advice from another agent than 
they are from a home office official. The 
panel felt that the companies have 
nothing to be ashamed of and can cer- 
tainly keep off the defensive in any 
statements they make regarding the 
investigations. 

The meeting concluded with a film 
of the first two episodes of American 
Broadcasting Company’s version for 
television of Gen. Eisenhower’s book— 
“Crusade in Europe.” The broadcasting 
firm said that the picture was being 
offered for dignified sponsorship and it 


invited inquiries from the life insurance 
industry, 
The recruiting panel discussion lead- 


ers were Roy C. Berger of Connecticut 
Mutual and J. H. Warner of Aetna Life, 


Hoyland Is Promoted 


John H. Hoyland has been appointed 
associate superintendent of the agency 
department of Equitable Society. He 
has been an agency assistant on the 
staff of Vice-President H. A. Yoars 
since 1944. He went to the home office 
in 1925 after earlier service at Detroit 
and Rocky Hill, S. C. 
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Agency Cost Studies 
Treated at L.1.A.M.A. 
Chicago Rally 


(CONTINUED FROM PAGE 1) 


are quite as important as the men i 
the “swivel chairs.” ’ 

John Marshall Holcombe, Jr., man- 
aging director of L.I.A.M.A., noted 
much preliminary work has been dope 
on the projected life insurance market- 
ing course in southern California, and 
the Life Underwriter Training Council 
program has been meeting with con- 
siderable success, he said, and some ex- 
pansion into additional territory may 
be expected by next fall. 

He feels the job of training managers 
is not being done as well as it should 
be and noted work of the L.I.A.M.A. 
advisory committee on that subject. 
Relations with Universities 

Relations with universities on a much 
broader scale than at present are needed 
to direct better students to life insur- 
ance. 

Some educational projects were an- 
nounced by L. Chapman, director 
of company relations. There is sched- 
uled an agency executives seminar for 
July 11-15 at Chicago, for which at the 
first session only representatives of 
companies with less than $150 million 
in force will be eligible. It will be 
limited to men with overall responsi- 
bility and authority for agency affairs. 

Also at Chicago will be the first post- 
graduate school conducted by L.I.A.- 
M.A., July 18-22. Mr. Chapman also 
told of the agency management schools 
projected for this year in a number of 
cities, 

A “Hot Idea” forum was conducted 
Monday afternoon, all comments being 
off the record. 

William M. Dewey, managing direc- 
tor of Edgewater Beach Hotel, was 
host at a reception, and a good-fellow- 
ship dinner followed. 

“The good insurance man of the fu- 
ture must tune his selling to our money 
economy, laws of taxation and laws of 
social guidance and control,” Earl M. 
Schwemm, Chicago manager of Great- 
West Life, said in his talk. 

“The insuring public will become 


more aware of the annuity function of 
life insurance since high taxes and low 
interest require staggering amounts of 
capital to produce comfortable incomes. 
Another very important sales ally is 
social security benefits. Social security 
appears to be by far the best approach 
to the average prospect. Benefits offered 
can easily be mastered by the salesman. 
With this knowledge, he has something 
definite to talk about in his approach 
and interview. That in itself solves a 
major problem for most agents.” 

Referring to the many other “silent 
partners” working with the agent, Mr. 
Schwemm reiterated that the good in- 
surance man must be more of a coun- 
selor than a salesman. He should aim to 
show people how to interpret complex 
economic conditions in terms of how 
life insurance can solve their financial 
problems. 


Urges A. & H. Promotion 


The government is “looking in the 
window” on life insurance companies, 
and it is a good idea for them to install 
A. & H. departments and meet the pub- 
lic demand on a private enterprise level, 
Lyman C. Baldwin, agency vice-presi- 
dent of Security Life & Accident, opined. 
Mr. Baldwin said A. & H. is a great 
morale builder for the agents. If prop- 
erly written, it will become a great fac- 
tor in building good will. But he coun- 
seled against using limited forms of 
policies, for these cause misunderstand- 
ings, discourage the sale of life insurance 
and cause some life policyholders to 
lapse. 

Mr. Baldwin criticised continuing use 
of the old “accidental means” clause. 
His company liberalized women’s con- 
tracts with only slight increase in claim 
ratio and an offsetting increased good 
will. He urged caution in writing life- 
time indemnity. 


Avoiding Sucker Bets 


S. Rains Wallace, Jr., L.I.A.M.A. di- 
rector of research, told some tentative 
results of the new aptitude index. He 
counseled against taking results of the 
index too literally, especially when a high 
rating is indicated, but said the proper 
function of the index is in “avoiding 
sucker bets on agents.” 

He told of a study of 100 agents by a 
company which rescored these men by 
the new index It was found a consid- 
erable number of men were reversed in 
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rating and many scores were far differ- 
ent than unde the older index. The new 
type B men were found better than the 
old ones. Exery general agent wants to 
like a prospective agent, Mr. Wallace 
said, and he needs someone or some- 
thing to tip him off to a questionable 
person. 


Little Loss in Financing 


There was a symposium on “What 
Price Today’s Manpower?” in which 
Henry W. Fouts of Bankers Life of 
Nebraska, substituting for Charles H. 
Heyl, agency vice-president, gave some 
interesting details of that company’s 
agent financing system. Only a small 
sum has had to be charged off, he said. 
There is considerable protection in the 
renewals, and also in use of a promissory 
note signed by the agent and counter- 
signed by the general agent for 50% of 
the face amount. 

Mr. Fouts noted Bankers Life has 
used the aptitude index for many years 
but never until now had made it a must 
for approval of agency contracts. 

More college graduates are needed in 
the selling end of life insurance, it was 
argued by Ford Munnerlyn, vice-presi- 
dent and agency director of American 
General. He expressed wonder that the 
companies had shied off from these 
young men. A reason possibly is that 
for five years, if they are average, they 
may be expected to sell men of about 
their own age, with lower amounts of 
premium and consequently there will be 
financing problems. But Mr. Munnerlyn 
feels that what American General is five 
years from now will be determined very 
largely by its success in drafting the 
young college men. 


Social Security Status 


Robert W. Edick, secretary of Provi- 
dent Life of North Dakota, discussed 
that company’s step to place its agents 
under social security. An important 
question is whether receipt by an agent 
of his vested renewals would disqualify 
him from receiving the old age benefit. 
The company is reasonably certain an 
agent who is retired would not lose his 
rights under the federal act because of 
the renewals being construed to repre- 
sent earnings of more than the monthly 
minimum permitted under the act. 

Members of the committee elected 
were: Lyman C. Balwin, Security L. 
A.; Ralph R. Lounsbury, Bankers Na- 
tional; James E. Scholefield, North 
American Life & Casualty, and Sam E. 
Miles, Provident Life & Accident, was 
elected for another term, and Harry S. 
McConachie, American Mutual, was 
elected a member ex officio. 

B. N. Woodson, Commonwealth Life, 
addressed a luncheon on “The Smaller 
Companies Look Ahead.” 


Ill. City Tax on Agents 
Appears to Be Stymied 


The Illinois legislature’s heating on 
enabling legislation to permit municipal- 
ities to tax insurance agents, solicitors 
and “company service representatives” 
has been indefinitely postponed and 
seems unlikely to get anywhere. 

Since 1939 the law has _ permitted 
municipalities to tax insurance brokers. 
Chicago has an ordinance levying a $35 
tax on brokers but so far they have re- 
fused to pay it. Several were arrested 
last year but the cases are still pending. 


To Honor D. R. Luckham 


LOS ANGELES—Sponsored jointly 
by Insurance Brokers Society of South- 
ern California, Insurance Forum of Los 
Angeles, and Life Insurance Managers 
Assn., an all-industry testimonial lunch- 
eon will be held April 1 to honor Donald 
R. Luckham, who resigns from the 
California department as assistant to 
the chief of the compliance and legal 
division, to become vice-president and 
a counsel of Beneficial Standard 

ife. 

Commissioner Downey and his pred- 
ecessors in office under whom the 
honor guest served, are expected to 
attend. 








Committee Reports 
Give Picture of 
N.A.L.U. Activity 


(CONTINUED FROM PAGE 2) 


business paid for in any one calendar 
year is still in force at the end of the 
following year, which shall be the year 
preceding the year of award. 

For example, 90% of 1948 business 
must be in force at end of 1949 when 
applying for the award in 1950. From 
the field, especially from earlier quali- 
fiers for the award, and from home 
offices the N.A.L.U. conservation com- 
mittee and the L.I.A.M.A. committee 
on quality business received suggestions 
that the qualifying rules be tightened 
up. It was urged that the minimum 
amount of business exposed to lapse in 
each of the two years should be raised 
from $150,000 to $200,000 and that the 
ratio of persistency also be raised. 

Following lengthy discussions by the 
two committees, the recommended com- 
promise was reached and ratification is 
being asked of the trustees and national 
council. 


Should Organize Publicity 


The committee also emphasized these 
suggestions to all state and local asso- 
ciation presidents and natignal quality 
award chairmen: (1) plans should be 
made immediately for presentation of 
the 1949 national quality awards at the 
June meetings of associations. Detailed 
discussions for meetings will be sent 
to local presidents in a bulletin imme- 
diately following the midyear meeting; 
(2) individual members or agencies 
should refrain from seeking personal 
publicity from their local newspapers 
regarding qualifications for the award. 
While some excellent publicity resulted 
from the concerted efforts of associa- 
tions to obtain prestige-building pub- 
licity built around the award last year, 
many complaints were received from 
editors all over the country regarding 
the great number of individual requests 
for such publicity. 

Home offices have agreed with this 
suggestion and have instructed their 
agency heads to follow it. When send- 
ing certificates to local associations 
early in May, the conservation commit- 
tee will supply each local association 
with suggested press releases which it 
believes will obtain the desired recog- 
nition for both the association and the 
individual qualifiers of the award. 


MEMBERSHIP 


The membership committee, headed 
by H. R. Hill, Life of Virginia, Rich- 
mond, reported that total membership 
having reached a new all time high of 
54,063 at the end of December, 1948, 
and renewing satisfactorily, it appeared 
that there would be another new high at 
December 31, 1949. The committee re- 
frained from including any current fig- 
ures in this midyear report, saying that 
they would be out of date by the time 
they were printed. 

The report dealt in considerable de- 
tail with membership activities, includ- 








‘ing the visual information chart, conser- 


vation of membership, and the enroll- 
ment of new members. 


SECRETARY'S REPORT 


In his report as secretary, John D. 
Moynahan, Metropolitan Life, Berwyn, 
Ill., said that 19 local associations had 
applied for affiliation with the National 
association and their applications were 
recommended for approval. They are 
Auburn-Opelika, Ga., Brunswick, Ga., 
Demopolis, Ala., Frankfort, Ky., Grand 
Forks, N. D., Jasper, Ala., Lake Coun- 
ty, O., Lake Land, N. J., Lower Snake 
River Valley, Ida., Marianna, Fla., New 
Britain, Conn., Olney, IIl., Solano-Napa 
Counties, Cal., Somerset, Ky., Stutt- 
gart, Ark. Sylacauga, Ala., Valley 
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(Lanett, Ala.), Washington 
Miss., and White Mountain, N 

One association, Southwest Louisi- 
ana, has disbanded, leaving a net gain 
of 18 since the annual convention and 
bringing the total number of associa- 
tions up to 538. 


AGENTS’ COMMITTEE 


The committee of agents, headed by 
John P. Costello, Southwestern Life, 
Dallas, urged the formation of agents’ 
advisory groups within associations, 
along the lines of those which are part 
of the Chicago, Cleveland, Detroit and 
New York City associations. The com- 
mittee believes that such groups can 
render worthwhile service to a_ local 
association by studying all activities of 
special interest to agents and recom- 
mending appropriate action in connec- 
tion with them to the association’s di- 
rectors. 

“As a local study and _ discussion 
group, such a council will be of value 
to our committee,” the report stated. “In 
all cases a council should be an integral 
part of the local association, not sep- 
arate and apart from it. To be effective, 
it must work as part of the team. N.A. 
L.U. headquarters has prepared a kit 
containing by-laws of existing councils, 
outlines of their activities and other 
material which may be loaned to any 
association which would like to con- 
sider the formation of such a council.” 


PENSION TRUST 


The committee on pension trust law 
and legislation reported that as a result 
of two meetings last fall it narrowed 
down to some 20 items in the field in 
which it was seeking changes in the 
Treasury regulations or the federal stat- 
utes governing pension trusts. This 
committee is headed by Alfred J. Os- 
theimer, III, Northwestern Mutual, 
Philadelphia. 

Because the status of certain items 
in H.R. 6712, which was reintroduced 
in January as H.R. 990, and similar tax 
revision legislation is so indefinite at the 
present session of Congress, it was de- 
cided to defer any conferences on mat- 
ters requiring legislative correction until 
the picture in Washington becomes 
clearer. 

Representatives of the committee ar- 
ranged conference with Internal Rev- 
enue people Feb. 10, and the committee 
included in its report a summary of the 
conference. This covered a number of 
technical points in connection with pen- 
sion trusts. 


ASSOCIATIONS 


Because the state and regional con- 
ferences that have been held in the fall 
during the past several years come so 
long after the election of local associa- 
tion officers and thereby fail to accom- 
plish the important job of training local 
association officers in association pro- 
cedures, activities, etc., the committee 
on state and local associations, headed 
by John R. Humphries, Provident Life 
& Accident, Chattanooga, recommend- 
ed that there be substituted for the con- 
ference program an officer training pro- 
gtam for the coming association year. 

Training materials for these confer- 
ences would be prepared by national 
headquarters and made available to each 
state. Each state then could conduct 
a training conference as soon as pos- 
sible after the election and installation 
of new local and state officers. This 
would be late in June, if feasible, other- 
wise early in July. If scheduled early 
enough, these conferences would not 
conflict with vacations, the report states, 
and should be of estimable value in 
Starting the newly elected officers off 
on the right foot. 

The committee suggested that each 
local association would do well to use 
as a test of its activities the “five- 
Pronged” question which was used at 
Most of this year’s conferences. This 
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question is: “What are you doing to 
promote (1) education and training of 
your members; (2) education of the 
public in life insurance; (3) prestige of 
your members; (4) cooperative activi- 
ties and the maintenance of friendly re- 
lations with other professional groups 
such as lawyers, trust men, accountants, 
and credit men; and (5) fellowship in 
the association?” 

Another way in which local associa- 
tions can help each other as well as 
themselves is in the matter of speakers 
for monthly meetings, the report stated. 
It urges that the retiring officers of 
all local associations report to the N.A. 
L.U. speakers bureau committee the 
names, topics, and other pertinent data 
relating to the best speakers they have 
had during the year. 

The report also points out that with 
the discontinuance of the fall confer- 
ence programs sales congresses and 
caravans would take on an added im- 
portance. It recommends the holding 
of these congresses not only for edu- 
cational value, but for the fellowship 
they help promote. It recommends the 
use of the caravan plan as being par- 
ticularly effective. 


FEDERAL LEGISLATION 


Because of the present uncertainty 
regarding tax legislation in Congress it 
seems doubtful that either H.R. 990 or 
other bills providing for similar items 
will be considered, the report of the 
committee on federal law and legisla- 
tion, headed by Judd C. Benson, Union 
Central, Cincinnati, stated. Among the 
most important life insurance items in 
this bill are the elimination of the pre- 
mium payment test for estate tax lia- 
bility; change in the method of taxing 
the annuities under the income tax; re- 
lief from the estate tax on life insur- 
ance proceeds where there has been a 
transfer for a valuable consideration; 
and statutory changes which may be 
recommended by the N.A.L.U. com- 
mittees on pension trust law and legis- 
lation and social security. ‘ 

The committee report also reviewed 
federal legislation of life insurance 1n- 
terest. 


STATE LEGISLATION 


The committee on state law and legis- 
lation, of which W. Ray Moss, Con- 
necticut Mutual, Louisville, is chairman, 
expressed in its report gratification at 
the closeness with which the commis- 
sioners’ standard group definition fol- 
lows the N.A.L.U. recommendations. 
The N.A.L.U. condemned trade asso- 
ciation groups and recommended that 
not less than 75% of the employers not 
already covered by group insurance and 
eligible -for the plan should be re- 
quired to apply before a group policy 
could be issued. However, the commis- 
sioners’ final recommendation was that 
a 60% and 600 lives rule apply. 

“Even though our representations 
were not successful with respect to the 
75% rule for trade associations,” the re- 
port stated, “we feel that an important 
improvement has been made in the 
group life insurance definition as adopt- 
ed by N.A.LC., Dec. 15, 1948, and urge 
that these or similar definitions be spon- 
sored ‘in the various states.” 

The committee also reviewed the sit- 
uation with respect to agents’ qualifica- 
tion and license law, the expense limi- 
tation section of the New York insur- 
ance law, savings bank life insurance, 
investment in insurance policies by 
guardians and trustees, control of un- 
authorized and non-admitted companies, 
and state cash sickness plans. 


FIELD PRACTICES 


The field practices committee, headed 
by David B. Fluegelman, Northwestern 
Mutual, New York City, recommended 
exploring the possibility of getting the 
companies to agree on uniform service 
forms to facilitate the work of agents in 




















programming a client’s insurance needs 
where several companies are involved. 
At present, each company has its in- 
dividual forms that it requires to be 
used for even the simplest policy 
changes. 

The committee feels that it would be 
in the interest of the public, the agents, 
and the business as a whole if uniform 
forms could be established wherever 
possible, particularly for changé of name 
due to marriage, change of beneficiary 
where no settlement option is involved, 
and for information such as the amount 
of cash value, accumulated dividends 
etc. The report cites the use of the 
standard authorization forms by the 
New York City Life Underwriters Assn. 
The companies have agreed with the 


New York association to furnish the 
information desired when it is sub- , 
mitted on the approved form. This 


has considerably reduced the agent’s 
work in arranging his client’s estate. 

The committee also deplored the sale 
of limited payment life policies on which 
the purchaser borrows to complete his 
premium payments, the aim being to 
take advantage of the tax saving in de- 
ducting the loan interest. The commit- 
tee feels that this type of selling may 
cause restrictive action by the govern- 
ment with the result that even though 
agents may have warned buyers of this 
possibility there will be a bad reaction 
on the business. 


EXTENSION 








The committee on extension, headed 
by Charles E. Cleeton, Occidental Life, 
Los Angeles, stated that one of the 
continuing objectives should be to ex- 
tend the benefits of association member- 
ship to agents in areas not now served 
by an association, but associations 
should be created only in areas where it 
appears likely they can and will con- 
tinue to exist. Before agents at points 
detached from association centers un- 
dertake to promote the organization of 


a new association or a branch associa- 
tion, they are urged to contact not 
only the nearest strong association but 
also the officers of the state associa- 
tions or its committee on extension. The 
committee believes that as a general rule 
no association should be created unless 
it has at least 25 members at the time 
of formation. 


PUBLIC INFORMATION 


The public information committee, F. 
L. Garrabrant, New York Life, Asbury 
Park, N. J., chairman, reported that it 
is working on a manual covering pub- 
lic relations planning for local associa- 
tions. The committee hopes to have the 
brochure ready before the annual con- 
vention in Cincinnati. Several associa- 
tions have expressed a desire for such 
a manual. The committee is also dis- 
cussing with President Holgar J. John- 
son of the Institute of Life Insurance 
the feasibility of a series of public rela- 
tions forums for local association offi- 
cers. The committee expects to make 
an announcement on this soon. 

The committee has been cooperating 
with the institute in solving public re- 
lations problems of* local associations 
and in aiding in the selection of Ameri- 
can families currently featured in the 
institute’s advertising series. 


VETERANS’ AFFAIRS 


The committee on veterans’ affairs, 
headed by J. D. Marsh, Lincoln ‘Na- 
tional, Washington, D. C., reported that 
(1) it does not believe the Cunningham 
bill to forgive all indebtedness on ac- 
count of commercial life insurance pre- 
miums under the civil relief act has 
a chance of passage; (2) that the Hook 
commission proposal for a substitute for 
NSLI will effectively accomplish N.A. 
L.U.’s ,objective; (3) that the commit- 
tee has been conferring with the army 

(CONTINUED ON PAGE 24) 

















tives. 


give added security. 


and lowa. 


Albert H. Kahler, 
President and Director of Agencies 





HIGHLIGHTS 


From Our 


44TH ANNUAL REPORT 


New Business for 1948 exceeded $30,000,000. A 7%, 
increase over 1947. 

Insurance In Force increased over $18,000,000, making 
total in force $211,902,775.00. 

Assets increased $4,464,327.16, bringing total assets 
to $56,960,378.19. 

Surplus increased $323,793.08, making total surplus 
$3,765,194.19. | 

A Tribute to Indianapolis Life Representatives. 


The Company points with pride to its representa- 
They are carefully selected and given 
thorough training. They are CAREER underwriters 
who enjoy a close, friendiy relationship with the 
Home Office, a modern Rate Book, giving instant 
answers for briefs and programs, and other impor- 
tant sales helps. Lifetime service fees and a pension 


INDIANAPOLIS LIFE INSURANCE COMPANY 


INDIANAPOLIS 7, INDIANA 
A Legal Reserve, Mutual Company, organized in 1905 
Over $211,000,000 of INSURANCE IN FORCE 


- General Agencies available in Toledo, Ohio; Springfield, illinois; Davenport, lowa; 
and, a few other choice cities in Indiana, Texas, Minnesota, Illinois, Ohio, Michigan, 


Walter H. Huehl, 
Executive Vice-President 
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FIC’s to Dominate 
Platform at FFMA 
Chicago Rally 


The program has been completed for 
the convention of Fraternal Field Man- 
agers Assn. at the Edgewater Beach 
Hotel, Chicago, May 22-24. Platform 
prominence is to be given to field men 
who have graduated in the fraternal 
field managers sales course with the des- 
ignation of fraternal insurance coun- 
selor (F.I.C.). The F.1.C.’s will have 
an opportunity to cement themselves 
into the section of F.F.M.A. 

Mrs. Jeanie Willard, Woodmen 
Circle, president of N.F.C., will give 
an address. George Krampien, an Aid 
Assn. for Lutherans F.I.C., will tell 
how he wrote a million in one year. 
W. R. Lucas, Protected Home Circle 
F.1.C., will explain how he works 
through lodge meetings, and M. M. 
Bogel, Equitable Reserve F.I.C., will 
speak on 100% families. 

Other F.I.C.’s that are listed are: 
Mrs, Helen Szymanowicz, Polish Na- 
tional Alliance, on selling women; Jo- 
seph Marino, Maccabees, on_ writing 
juniors; E. A, Olsen and John W. Dim- 
mitt, Woodmen of the World, on_the 
social security approach, and H. J. Ber- 
geth, Lutheran Brotherhood, on moti- 
vation, { 

Other speakers are Philip Lovejoy, 
secretary of Rotary International; Paul 
Speicher, R. & R.; John F. Moss, Retail 
Credit; Dr. Herbert Kenedy, Wood- 
men of the World, on “The Common 
Sense Approach to Life Underwriting 
in Fraternal Benefit Societies,” and R. 
L. White, pictorial publisher. 7 

Joseph Spencer of P.H.C., is presi- 
dent of F.F.M.A., and J. E. Little? Mac- 
cabees, is secretary. 





PROGRESS 


In 1948 Royal Neighbors of Amer- 
ica made substantial progress as a 
fraternal life insurance society. 
Highlights of operations last year 
follow: 


Insurance in force increased $8,- 
535,394 to a total of $387,321,364. 


Membership increased 10,637 to 


544,080. 


New insurance sold amounted to 
$27,246,700, a gain of $1,065,300. 


Admitted assets advanced to a to- 
tal of $124,149,554.25, an increase of 
$4,455,405.55. 

Certificate reserves increased $3,- 
305,916.09 to a total of $103,947,- 
896.74. . 


Contingent reserves increased $1,- 
386,039.60 to a total of $13,563,475.22. 


Benefits paid amounted to $5,922,- 
275.73, raising the total paid since 
organization to $151,189,105.93. 


Interest earned on benefit funds 
swung upward to 3.25 per cent. 


Dividends paid totaled $1,465,- 
226.01. 
The ratio of actual to expected 


mortality reached a new low of 
47.55 per cent. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILLINOIS 





K. of C. Seeks Reversal 
of License Revocation 


BOSTON — Knights of Columbus, 
whose license was cancelled last year 
by Commissioner Harrington, came be- 
fore the législative insurance committee 
in support of five bills which would 
have the effect of making legal the 
acts for violation of which the com- 
missioner cancelled its license. 

The fraternal asked that it be per- 
mitted to have local chaplains named 
by the supreme governing body, make 
loans on children’s policies, issue non- 
medical policies of $3,000 for persons up 
to 45, issue annuities, and use income 
from mortuary funds for general ex- 
penses. 

More than 112 state senators and rep- 
resentatives placed themselves on_rec- 
ord as favoring all the measures. Coun- 
sel for the Knights maintained that the 
commissioner in his action against the 
fraternal and in subsequent hearings was 
acting as both prosecutor and judge. 

Commissioner Harrington, who was 
alone in his opposition to the measures, 
declared, in his opening, that the revoca- 
tion of the license of the Knights of 
Columbus, of which he had been a mem- 
ber for 30 years, was “the saddest duty 
he had ever had to perform.” He 
called attention to the fact that a recent 
legislative recess commission had failed 
to suggest improvements in the law and 
cited a new bill he was presenting for 
further study by a special commission 
of fraternal benefit societies. He said 
that out of nine fraternals who were 
called before him a few years ago for 
violations of the laws, it was the only 
one that had not corrected its bylaws 
and practices to conform to the law. He 
said he did not approve of changing 
the law to favor one particular fraternal 
since it would also affect 38 others. 

The principal contention was over the 
use of income from mortuary funds for 
general expenses. The Knights bill 
asked that “net accretions” should be 
defined to mean “all interest, dividends 
and other income less the reasonable 
expenses incident to the investment, care, 
and maintenance of the securities and 
other assets of such funds.” 

While its counsel stated the “ex- 
penses” taken out of such funds had not 
exceeded $15,000 a year, the commis- 
sioner produced figures to show that 
“agents” had been paid as high as 
$38,000 a year in some cases; that $53,000 
had been taken from the mortuary fund 
in 1931, $957,000 had gone for salaries, 
and that up to the present time over 
$2,300,000 had been withdrawn from the 
fund and the fraternal now is con- 
cerned with putting up reserves to meet 
that deficit. 

He pointed out that it has adequate 
means of raising funds for expenses by 
direct assessments. and should not be 
given permission to use the mortuary 
funds for any such purposes. 

‘Commissioner Harrington generally 
opposed each of the measures. He de- 
clared the fraternals are trying to do 
all that the old line life companies are 
doing, without being surrounded by the 
safeguards demanded of the life com- 
panies, and advised that if the fraternals 
wish to do all the things they are asking 
for, they should come in under the life 
insurance provisions of the insurance 
law. 





Unity L. & A. Quebec Rally 


Leading producers of Unity Life & 
Accident of Syracuse are gathering at 
Quebec for the President’s Club con- 
vention March 28-31. Many diversions 
and social activities are arranged. The 
big banquet is scheduled for March 30. 
President E. R. Deming will be. the 
central figure. 

Unity L. & A. wound up 1948 with 
assets of $7,434,474, and surplus $400,- 
705. 


Mich. Fraternal Reinsured 


Modern Romans, Manistee, Mich., 
fraternal, has been reinsured by the 
Liberty Life & Accident of Muskegon. 

Modern Romans had been in receiv- 
ership since Feb. 4. The reinsurance 
agreement involves no lien on policies 
and no loss to policyholders, according 
to W. F. Conley, Michigan department 
actuary. 


Merger Bill in N. C. 


A bill has been introduced in North 
Carolina to permit fraternals to merge, 
consolidate or reinsure their business 
with life insurance companies as well 
as with other fraternal societies. 


To Insure Children in Ohio 


The Ohio senate has passed a_ bill 
permitting fraternals to insure children. 


LUTC Plans Expanded 


Life. Underwriter Training Council 
has laid plans to expand its course to 
120 classes this year with an enrollment 
of about 4,000 students, according to 
Edmund L. G. Zalinski, managing di- 
rector. 

There are now 58 classes in 46 cities 
with an enrollment of over 1,700 stu- 
dents representing 118 companies. 

_ LUTC has attracted students ranging 
in experience from $1 million producers 
to men with only a year’s selling back- 
ground; 20% of the students have been 
managers or supervisors; 11% have 
been in the business 15 years or more, 
while 26% have had experience of from 
five to 15 years in life insurance selling; 
37% from one to five years and 26% 
had no more than a year’s experience. 


Two UCD Bills Defeated 


Supplementing the defeat of the com- 
pulsory sickness compensation Dill in 
New Mexico, it is announced that a sim- 
ilar bill introduced in Nevada also died 
in committee. 

Opponents of such legislation were 
particularly pleased over the result in 
New Mexico. The bill there was similar 
to the California plan and was prepared, 
introduced and supported by the un- 
employment commissioner. The bill con- 
tained the names of 21 senators as in- 
troducers afid hastily passed the senate 
without a hearing by a vote of 19 to 3. 
Through the efforts of the insurance 
men in New Mexico, and particularly 
. K. Johnson, manager of Business 
Men’s Assurance, a hearing was ar- 
ranged before a house committee which 
was held on March 4. 

E. H. O’Connor, managing director 
of Insurance Economics Society flew 

















out to Albuquerque, talked to business 
men there and lined up sufficient opposi- 
tion to make a good showing at the 
hearing. It was a four-hour hearing, 
with the result that the committee voted 
the bill out favorably 7 to 2 the follow- 
ing day. The bill reached the floor 
where opponents had it amended and 
sent back to committee. The legislature 
adjourned March 12 and the bill died 
in committee. 


NLRB Orders Election 
for Hancock Debit Men 


The national labor relations board 
has directed that an election be held 
within 30 days among all district agents 
of John Hancock, to determine whether 
they wish to be represented by AFL, 
CIO or by international union of life 
agents, or by no union. 

The AFL union sought approval by 
the board of a collective bargaining 
unit composed of all Hancock district 
agents employed except those in Gary, 
Ind., and in Illinois and Wisconsin. 

The company proposed to include in 
the appropriate bargaining unit its dis- 
trict agents throughout the country. 

UOPWA-CIO contended all district 
agents should compose the unit. The 
independent said Wisconsin district 
agents should be excluded. 

NLRB reported 30 agents in Gary 
and 330 in Illinois have been since 
1945 bargained for by national fed- 
eration of AFL and 50 in Wisconsin 
have been bargained for by the inde- 
pendent. The board reports offices in 
San Diego, Portland, Ore., Wilkes- 
Barre, Harrisburg, Washington and 
Texas, employing about 200 agents, 
have been only recently established 
and the representative status of these 
agents is not clear. The remainder 
have been since 1945 bargained for by 
UOPWA. 

The board says factors involved led 
it to conclude the company-wide unit 
is appropriate in this case as it has 
concluded in other cases “that the 
ultimately appropriate unit in the in- 
surance business” is on such a basis. 





Would OK Microfilm in II. 


New insurance bills introduced in the 
Illinois legislature include an administra- 
tion sponsored measure providing that 
domestic companies may microfilm their 
books, records, documents, accounts and 
vouchers and use the film in lieu of the 
original. Another measure permits do- 
mestic companies to invest funds in 
bonds issued by the board of trustees 
of the University of Illinois. 





A. C. Hunter has been named field 
supervisor for Toronto Mutual Life. 
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REWARDS OFFERED! 


F. L. A. producers receive rewards for extra effort—Membership in 
the President's Club, Century Club, App-A-Week Club; Awards for 
Quality Business, Volume and Largest Average Sized Sale. Also, 
Prizes and Trips in special campaigns; and a public pat on the 


back for work well done. 


Inquiries invited. 


LIFEZASSOCIATION 
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N.A.L.U. Admits That It Is on Mrs. Patterson’s Hook 


(CONTINUED FROM PAGE 1) 





— 


decision and consequent drastic change 
in N.A.L.U.’s character serve to com- 
plicate the locating of a successor to 
Mr. Rutherford. 

Lester O. Schriver, general agent of 
Aetna Life at Peoria, has been openly 
endorsed by the Peoria association. 
The other names most frequently men- 
tioned are Philip B. Hobbs, manager 
Equitable Society, Chicago; Charles J. 
Zimmerman, associate managing ~— 
tor L.I.A.M.A., and Edmund L. G. 
linski, managing director_of life Bl 
writer training council. However, none 
of the three has given any indication 
that he would accept the post if it were 
offered. 

Since N.A.L.U. is on notice as re- 
spects activities that might brand it as 
a company union, it has endeavored to 
conduct itself at the midyear conven- 
tion in a way that would give no basis 
for the “company union” charge. In the 
deliberations of the agents’ committee, 
for example, it was voted to strike 
out the passage in the report recom- 
mending that intra-company associa- 
tions or “advisory committees” of agents 


be formed. 
The chairman, John P. Costello, 
Southwestern Life, Dallas, regretfully 


conceded it should be eliminated. The 
deletion was on advice of Messrs. Wil- 
son and Smith, the special labor rela- 
tions counsel. 


Organize Advisory Councils 


To promote agents’ advisory councils 
within associations that now lack them, 
the committee voted to select about 25 
of the largest such associations and en- 
courage them to organize groups such 
as the New York City, Chicago, Cleve- 
land and Detroit associations now have 
to give the soliciting agent a channel for 


representation. The plan is to do this 
not only through a brochure but 
through a committee. Mr. Costello 


appointed Gerard S. Brown, Penn Mu- 
tual, Chicago; Mac F. Begole, Massa- 
chusetts Mutual, Detroit, and David B. 
Fluegelman, Northwestern Mutual, 
New York. They will choose their own 
chairman. 

The compensation committee meeting 
found two Detroiters, L. L. Mackey, 
Home Life of New York, and Mr. Be- 
gole, who is president of the Detroit 
association, breathing fire because the 
subcommittee that was supposed to have 
been appointed following the St. Louis 
meeting to confer with the company 
organizations on compensation matters 


had not been appointed. Mr. Ruther- 
ford fook full responsibility for the de- 


‘cision not to appoint the subcommitee. 


though he said the decision was not 
his alone. He said that soon after the 
St. Louis convention it was apparent 
that section 213, the expense limitation 
section of the New York insurance law, 
would be considered by the Mahoney 
investigating committee in New York 
and that it was felt it would be better 
to see first what course that investiga- 
tion seemed to be taking. 


Complications of Section 213 


Actuary Gordon D. McKinney of 

A.L.U. gave a simplified explanation 
of section 213. He said that in view 
of the enormous complexity of section 
213 it was his hope and that of the 
chairman, H. Cochran Fisher, Aetna 
Life, Washington, that the committee 
would make no definite recommenda- 
tions at the midyear meeting but 
rather express its views on whether the 
section should be amended or not, and 
that if the committee decided that it 
should be amended it might possibly 
recommend to the N.A.L.U. president 
that a subcommittee of the compensa- 
tion committee be formed to study and 
review the various features of section 
213 with a view to making recommenda- 
tions on its possible revision. 

Mr. McKinney said from a field man’s 
viewpoint probably the worst defect of 
section 213 is the unduly complicated 
nature of the law with respect to agents’ 
compensation. 

“If one of the purposes of the section 
was to control agents’ compensation and 
if it is necessary to retain such a con- 
trol of agents’ compensation there 
would seem to be no need for compli- 
cating the over-all picture by requiring 
that agents’ compensation be _ linked 
with the complicated controls applied 
to the other branches of the insurance 
operation,” he said. “For example, why 
should the law, in referring to agents’ 
compensation, combine this compensa- 
tion with the compensation of general 
agents and why should not agents’ com- 
pensation, if controlled, be directly con- 
trolled under a section by itself which 
does not, at the same time, affect other 
company expenses?” 

As the second point for attention Mr. 
McKinney asked why section 213 should 
attempt to regulate the method of pay- 
ing agents’ compensation. Why should- 
n’t the control be limited to the total 
present value of the over-all compensa- 


tion plan and the maximum first-year 
and renewal commission permitted? he 
asked. Under the present provision 
companies using the modern career ap- 


proach with large second, third and 
fourth year commissions run into 
trouble with their “agency expense 


limit” because of the expense limit 
formula being geared to the old 50% 
and nine fives basis. 

A third point is that the law pres- 
ently operates to the disadvantage of 
the general agency system as against 
the branch office system. “In fact, it 
is the feeling of many that the present 
law is regulating the doom of the gen- 
eral agency system,” he said. “Unless 
a general agency has a large back- log 
of old business it is practically impos- 
sible to form a new general agency at 
the present time. In fact, the increased 
cost of operation is placing a severe 
pinch on many existing general agen- 
cies.” 

Mr. McKinney said that finally the 
question might be asked why the law 
shouldn’t recognize the professional 
standing of today’s’ agent. When the 
law was enacted in 1929 the present con- 
cept. of professional underwriting and 
service to policyholders did not exist. 
Pension funds and group insurance were 
in their infancy. The present career 
agent, he said, is a man of different 
stature and should be entitled to pen- 
sions, group insurance, and similar bene- 
fits but these benefits cannot be added 
to the compensation basis permitted 
by the present law without reducing 
the other compensation provided for the 
agent. 


Job Must Be Done 


Emphasizing that his study of the 
section had not advanced to where he 
could offer solutions guaranteed to be 
sound, Mr. McKinney said that any re- 
view of section 213 will require long 
and careful field analysis but that this 
must be done or N.A.L.U. would be 
falling down on its job. 

The compensation committee adopted 

a motion to the effect that section 213 
done not permit compensation in ac- 
cordance with N.A.L.U.’s eg 6 of 
compensation and that the N.A.L.U. 
president should appoint a subcommittee 
of the compensation committee to study 
section 213 with particular reference 
to the basis of compensation permitted 
by the section. 

Mr. McKinney said it was important, 
in seeking increased compensation for 
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agents, not to recommend the increas- 
ing of section 213 limits without being 
sure that the desired compensation in- 
creases couldn’t be had without altering 
the over-al] limits. 

President Orr was forced to go to 
bed with an attack of pleurisy Monday 
noon. His place was taken by Judd C. 
Benson, Union Central, Cincinnati, vice- 
president. 

N.A.L.U. officers, trustees, and past 
presidents were guests of President 
Laurence F. Lee of Peninsular Life at 
a cocktail party. Assisting Mr. Lee as 
hosts were Walter H. Saitta and Syd- 
ney Jenkins, agency vice-president and 
field superivsor respectively of Penin- 
sular. 


National Council Meeting 


At its opening session Wednesday, 
the national council reaffirmed a reso- 
lution of the trustees stating that N.A. 
L.U. is a professional organization. It 
also adopted the compensation commit- 
tee motion calling for the appointment 
of a subcommittee of the compensation 
committee to study the expense limita- 
tion section of the New York insurance 
law, with particular reference to the 
basis of compensation permitted under 
the section. 

Harry Gardiner, John Hancock, New 
York, reported as treasurer that there is 
a deficit of $9,200 for the first eight 
months of the fiscal year, but that this 
is less than for the corresponding period 
a year ago and it is anticipated that 
there will be no deficit by the end of 
the fiscal year June 30. 

The council voted to change the name 
of the life underwriters educational en- 
dowment fund to the Walter E. Barton 
educational endowment fund. Mr. Bar- 
ton originated the idea of the fund and 
made the first gift, $1,200 to it. Mr. 
Barton, head of Union Central’s New 
York City agency, and treasurer of N.A, 
L.U. for many years, died at the N.A. 
L.U. annual meeting last September at 
St. Louis. 


Nola Patterson Loses 


in Assault on Edmunds 


BIRMINGHAM—Charges of unfair 
labor practices brought against D. D. 
Edmunds, Alabama manager for Equi- 
table Society, have been found by na- 
tional labor relations board to be un- 
substantiated and the case has been 
dropped. The charges were filed with 
the board by G. Lawrence Salley, Equi- 
table Society, Tallahassee, as_ titular 
head of Life Insurance Field Force of 
America, the organization with which 
Mrs. Nola Patterson, Reliance Life, 
Atlanta, is identified. Mr. Salley con- 
tended that Mr. Edmunds had pre- 
vented the holding of an organization 
meeting of Equitable’s Alabama agents 
at the time of the agency’s educational 
conference about six months ago. 





Reasons for Longer Life 


Three-quarters of all babies born in 
1948 will live to 60 and half will be 
alive at 72, even if there is no further 
improvement in mortality. ‘At the be- 
ginning of the century three-quarters of 
those born then would live to 24 and 
half would be alive at 58. 

This change in the nation’s health 
environment was reported by Reinnard 
A. Hohaus, actuary Metropolitan Life, 
in an editorial in the Wisconsin State 
Medical “Journal.” 

The trends toward greater longevity 
were ascribed to many developments, 
Mr. Hohaus writes, among them being 
achievements of research in medical and 
allied sciences, and the ready applica- 
tion of new discoveries and improved 
diagnostic and therapeutic methods by 
medical practitioners; growth of public 
health services at the various levels of 
government; widespread activities of 
non-governmental health and welfare 
agencies, and the far-reaching effect of 
higher living standards. 

The increase in the life span, Mr. 
Hohaus said, calls for greater attention 
to the chronic and degenerative dis- 
eases, which is being done. 
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NEW YORK 


bers as well as of the two services, and 
that copies will be sent to state and 
local association presidents as soon as 
it is issued; that the committee confer- 
red with the air forces on the reactiva- 
tion of the personal affairs division, that 
was responsible for, among other things, 
the rules of procedure in soliciting com- 
mercial life insurance on military instal- 
lations. 





ATTENDANCE 





The convention attendance commit- 
tee, headed by Lewis C. Callow, Gen- 
eral American Life, Memphis, urged 
that the president of each state and 
local association appoint an “On to Cin- 
cinnati” chairman and report his name 
to national headquarters promptly so 
that the campaign can get under way 
to assure a record attendance. 


EDUCATION 


It is anticipated that there will be 
more than 125 classes with an enroll- 
ment of about 4,000 in the 1949-50 Life 
Underwriter Training Council courses, 
according to the report of the education 
and training committee, headed by 
E. L. Reiley, Mutual Benefit Life, Phil- 
adelphia. L. U. T. C. courses, the com- 
mittee stated, have now proved to fill 
a definite need and will grow and de- 
velop as a major N. A. L. U. activity. 

The committee believes there is a 
need for more summer short courses in 
insurance at universities and recom- 
mended that each state association pres- 
ident give immediate consideration to 
the advisability of such a course this 
year in his state. In some areas it may 
be advisable for two or more states to 
collaborate. The committee urged each 
state to assign this subject to its educa- 
tion and training committee and_ to 
appoint such a committee if it hasn’t 
one. 

The committee stated that the C.L.U. 
seminar at the University of Connecti- 
cut will be given again this summer dur- 
ing the last two weeks of July, with 
Denis B. Maduro, New York insurance 
lawyer, again acting as dean. 

The committee praised the work of 
the Purdue and Southern Methodist 
courses and bespoke cooperation in sup- 
plying future students. It also recom- 
mended that state educational and 
training. committees. be prepared to 
cooperate with colleges in their states 
where interest is shown in establishing 
university credit courses. 


SPEAKERS BUREAU 
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More requests have been coming from 
associations to N.A.L.U. headquarters 
recently asking for a ‘speaker on a spe- 
cial subject to fill a spot designed to 
round out a well planned program rath- 
er than just “a speaker—any speaker,” 
the speakers bureau committee, headed 
by Isaac S. Kibrick, New York Life, 
Brockton, Mass., reported. 

Although it hasn’t been possible to 
assign anyone full time to working on 
the speakers’ file at N.A.L.U. headquar- 
ters, a file of about 500 names has been 
assembled from names sent in in re- 
sponse to the committee’s request and 
from other sources. Each file card tells 
the man’s name, company connection, 
office address, speech title, if known, 
tvpe of talk—whether factual, inspira- 
tional, humorous, whether on taxation, 
salesmanship, work habits, etc.; whether 
the man charges a fee, how far he is 
willing to travel, etc. 

Local associations, the report stated, 
should learn to program their meetings, 
obtaining speakers to fill a definite need 
rather than just looking for “name” 
speakers. Another thing is to cooperate 
with other nearby associations ‘in pre- 
senting a nationally prominent speaker. 


State associations should set up speak- 
ers bureaus of their own. Adjacent 
states can often cooperate to advantage 
in holding joint meetings. 


OTHER ORGANIZATIONS 


The committee on relations with inhes 
organizations, headed by Verne C. Gil- 
bert, Equitable of Iowa, Portland, Ore., 
reported that it has sent to the Ameri- 
can Institute of Accountants a general 
memorandum which it also sent to local 
life underwriters association presidents. 
This is aimed at building a friendly re- 
lationship and a greater awareness of 
the common interest of the two pro- 
fessions. 

The committee said this local cultiva- 
tion should be a very fertile field and 
joint meetings of local associations and 
accountants’ ‘chapters should be spon- 
sored where feasible. 

The committee also reported that the 
National Assn. of Credit Men informed 
the committee that each of its local or- 
ganizations devotes one evening a year 
entirely to life insurance and suggested 
that local associations contact the ac- 
countants’ local chapters with a view 
of having agents join with them in 
one of their monthly meetings. The 
committee also urged that local associa- 
tions work for increased cooperation 
with local chambers of commerce. 


PUBLICATIONS 


The committee on publications, head- 
ed by Charles J. Currie, Mutual Life, 
Atlanta, particularly praised the depart- 
ment “Actuarially Speaking” introduced 
several months ago in “Life Association 
News” and written by Gordon D. Mc- 
Kinney, N.A.L.U. actuary. “This col- 
umn makes a worthwhile combination 
with the interesting columns of N.A. 
L.U.’s General Sonne’. James B. Hal- 
lett, and L.U.T.C. Director Eduian:l 
L. G. Zalinski, which were added dur- 
ing the last two years,” the committee 
stated. 


ATTORNEYS 


Except for bringing lawyers into life 
insurance and trust councils and estate 
planning councils in Texas and Indiana 
and inviting them as guests or speak- 
ers to many state and local association 
meetings, comparatively little has been 
done to develop permanent coordinated 
and cooperative groups of agents and 
lawyers, which is the most important 
method of developing close relations, 
the committee on cooperation with at- 
torneys reported. Harold Smyth, Na- 
tional Life of Vermont, Hartford, is 
chairman. 

The most helpful way to assist agents 
who want to promote such a group 
would be a set of material which an 
individual or association could use as 
a springboard for a first meeting of 
the ‘interested agents and lawyers, the 
committee feels. 

The committee believes that when an 
individual agent or association expresses 
interest in the matter there should be 
sent out a copy of the “National State- 
ment of Principles of Cooperation be- 
tween Lawyers-and Life Underwriters” 
approved by the governing bodies of 
N.A.L.U. and the American Bar Assn. 
a year ago; a copy of the skit “You 
Planned My Estate—What Now?” de- 
veloped by the Financial Public Rela- 
tions Assn. of Chicago and highly suc- 
cessful wherever staged; and a model 
incorporation outline for use if a per- 
manent joint organization is desired. 


TRUST OFFICERS 


While one of the duties of the com- 
mittee on relations with trust officers 


























.is to assist in the organization of new 


trust councils, experience has shown 
that it is wiser to defer- the organiza- 
tion of such councils until municipal, 


efit Life, Grand Rapids, 


county and regional support is assured, 
the committee reported. It is headed 
by Max M. Margolis, Sun Life of Can- 
ada, New Bedford, Mass. 

Because of this consideration, it has 
not been the committee’s policy to press 
the formation of councils but rather 
to render assistance wherever there js 
a meeting of the minds between the 
two groups, the aim being to promote 
sound and stable growth of this move- 
ment. 

Since the St. Louis annual meeting 
five additional trust councils, all in 
Texas, have been reported to the com- 
mittee: Beaumont, Galveston, Houston, 
San Antonio and San Angelo. 

The committee recommended that 
councils in the same region’ keep in 
touch with each other so that they 
may share prominent speakers. 


WOMEN’S COMMITTEE 


The women’s committee, headed by 
‘Norma F. Wasson, Phoenix Mutual, 
Kansas City, submitted a program of 
objectives to which it will devote itself 
for the remainder of the year: Develop 
more interest among women agents in 
local, state, and National association 
affairs; help develop more women’s di- 
visions within local associations; stress 
the importance of planned study, with 
particular recognition for women who 
obtain the C.L.U. designation; “an in- 
spirational and worthwhile program” 
for women agents attending the N.A. 
L.U. annual meeting and encouragment 
of attendance by women; cooperation in 
furnishing suitable material written by 
women agents to be used in insurance 
publications. 











Program for Los Angeles 
Sales Congress Announced 


LOS ANGELES—The completed pro- 
gram for the Southern California sales 
congress here April 7 includes: Asa V. 
Call, president of Pacific Mutual Life 
and president of Life Insurance Assn. 
of America, “The Company—the Buyer 
—the Agent,” A. C. Palmer, R. & R. 
Service, “Let's Get Excited About Life 
Insurance;” Martin I. Scott, president 
of American Society of C. L. U,. “Let's 
Think About Fundamentals”; Lester O. 
Schriver, Aetna Life, Peoria, IIL; “Your 
Business Is What You Make It;” Ar- 
thur F. Priebe, Penn Mutual, Peoria, 
Iit.. “Sensible Programming;”’ <A. H. 
Kollenberg, representative Mutual Ben- 
Mich., ,‘‘Part- 
nership and Corporation Insurance;” 
William H. Gould, Massachusetts Mu- 
tual Life, “An Idea That Worked;” 
William M. Thomas, John Hancock, 
San Diego, “The Debit—a Career in 
Service;” Dr. Theodore H Palmer., pas- 
tor Wilshire Methodist Church, “A So- 
ciety of Fools.” 

The theme for the conference is “A 
Highway to Financial Independence for 
Buyer and Life Underwriter.” 


Ill. License Totals 


The Illinois department*in 1948 -is- 
sued 101,048 licenses to agents, brokers, 
solicitors and insurance company service 
representatives, according to the annual 
report of Director Hershey. Licenses to 
agents numbered 77,928; brokers 17,746; 
solicitors 4,885; company service repre- 
sentatives 489. The total is 3,000 greater 
than a year ago. 

During the year 9,174 persons were 
required to appear for examinaton for 
agents and brokers license. Of the num- 
ber, 4,680 completed the examinations 
satisfactorily. 





Savings Bank Bill in Pa. 


HARRISBURG—Legislation to perf- 
mit Pennsylvania mutual savings banks 
to write over-the-counter life policies 
up to $5,000 has. been introduced in ‘the 
Pennsylvania senate with support of the 
banks. The bill was modeled after those 
in Massachusetts, New York and Con- 
necticut. 
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"a Some Cushion! 


the N.A. 
uragment 
—— by @ Our new, complete line of Personal Accident and Health and Hospital policies 
insurance is proving a real “cushion” for our Field Men. They lead to many profitable sales. 
Every insurable life insurance policyowner is a prospect including those who have 


completed their life insurance programs. 











es 
inced This “cushion” offers Hospital plans for both individuals and family groups, 
ad ial the latter having maternity benefits, Accident policies with a broad form insuring 
nia sales clause and Health Insurance which does not require confinement to the home, or 
Bey - a physician in attendance every seven days. All policies can be “tailor made” to 
ce Assn. fit the prospect’s needs or to plug holes in his other Accident and Health protec- 


ne Buyer ° 
R. & R. tion. 


sina on Other features such as competitive rates and benefits, automatically increasing 
J,. “Let's five percent when premiums are paid annually, make these Personal Insurance pol- 
estes: icies easy to sell. Personal Insurance premiums count in qualifying for our life 
It;”> Ar- convention clubs, and level commissions—the same for renewal as for new busi- 


ew ness—~make selling the policies both interesting and unusually profitable. 


, “Part. Why not investigate Bankers National’s Personal Insurance policies? 





‘'areer in 
ner., pas- | 


, “A So- 


ce is “A 
lence for 
1948 -is- 
brokers, 
y service 
e annual 
censes to 


s 17,746; 


ce repre- 
t 

a Ralph R. Lounsbury, President N A T | Oo N A L L I F E 

«sagas W. J. Sieger, V. P. & Supt. of Agencies Insurance Company ..Montelair, N. J. 


the num- 
ninations 


LIFE e ACCIDENT ® HEALTH e HOSPITAL 


to per- 
zs banks 

policies 
d in ‘the 
rt of the 
fer those 
nd Con- 








XUM 























Again in 1948 


NORTHWESTERN MUTUAL 


records a growth which has a special 


significance to each 


of its agents 


@ The 9lst Annual Report of Northwestern Mutual 
carries new evidence of sound growth. 

For example, the insurance in force has increased 
another $323 millions. This is a new company record. 

Again, the size of the average policy has reached a 
new high of $4,268. 

For Northwestern Mutual, such advances are par- 
ticularly noteworthy since this company has always 
made quality, rather than size, its main objective. 





And it will be satisfying, as always, to this com- 
pany’s agents to see that more and more people have 
come to realize what they themselves know so well— 
the many significant advantages, including low net 
cost, offered to policyholders in Northwestern Mutual. 

Copies of the 91st Annual Report are being mailed 
soon to policyholders. If you would like one sent to 
you, write The Northwestern Mutual Life Insurance 
Company, Milwaukee, Wisconsin. 
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HIGHLIGHTS 


Number of Policies in Force.................. 
Insurance in Force...... TTT eT eee re 
EN ss iio ca ln'n b 0 5G hw 95 100455 0.04.44 60's Gre wees 
ee! re re 


Mortality Experience— Favorable Again 


FINANCIAL STATEMENT 


ASSETS 


United States Government Bonds*. ..$ 413,989,450 


Other Bonds. .........................-22+-++.- 1,373,538,792 
Preferred Stocks... 0.0.0.0... 00 cc ce cece ce ce ee 46,376,953 
Mort —-- so 00 0 0s eewie'od os s0 ce a0ceves “ROOOTOBOD 
oe, emg - shi caren dik: Soe, heer Seates wer boar Pail sore 36,964,949 
Policy Loans. . satin lecs? wogius Sc NAT re. doce) eS ass aS: 83,458,292 
Cash . Sis tin ace wee 31,101,340 
Interest and rents due and accrued. . , 17,506,948 
Premiums due................. 0.0. ce cece seen 24,626,352 
TURIN Saag. scsi os wa. ole. ww Swi abet cheesey «NC eurs 88,219 


$2,291,225,104 


*Includes $260,000 on deposit with public authorities, 


eee eeeereereesrereees 


AS OF DECEMBER 31, 


1,342,745—(New High) 


egierele:eGiess he bias $5,730,312,586—(New High) 
4:9 areigpoveiea dpadeinyeaieratire 2,291,225,105—(New High) 


158,000,000—(New High) 


1948 


LIABILITIES 


Reserves for Insurance and Annuities ......... .. .$1,768,513,542 
Present value — Proceeds being settled under 


interest options. . ; 300,481,471 
Dividends left with iene. 14,693,232 
Dividends payable in 1949. a 38,100,000 
Policy Claims in process of payment. ee Saye 11,966,700 
Reserve for 1949 taxes. ...... 0.0... ce cece ce aee 3,260,000 
Reserve for Other Liabilities.................... 5,214,473 
Contingency Reserve. ............. . 148,995,686 

$2,291,225,104 


The NORTHWESTERN MUTUAL Life Insurance Company 
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